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HAVE YOU LOOKED OVER OUR POLICIES ? 


WRITE FOR GENERAL AGENCY PROPOSITION 
AND TERRITORY 


ESERVE LOAN LIFE 


INSURANCE COMPANY 
INDIANAPOLIS, INDIANA. — 

















Con Mu 
. Lopics 


PLANNING: Successful sales- 
men, according to the experience 
of one of our general agents, find 
that spending 30 to 40 minutes a 
day in planning their work, leads 
to from one to three additional 
interviews or at least one extra 
app by the end of the week. Can 
you think of any better way to 
invest 40 minutes of your time 
every day? 


CONFIDENCE: Every seven 
minutes of the working day 
someone buys a Connecticut Mu- 
tual policy. 


THINGS ARE TOO UNCER- 
TAIN: “Uncertain for whom? 
You have given me an outline of 
your business and financial set- 
up. From that information the 
only uncertainties in your affairs 
are your span of life and the 
future of your wife and children 
in event you do not live out your 
expectancy.” 


PALL-BEARER: “See me in 
two months,” said a prospect to 
our representative. He did—but 
acted as his pall-bearer. 


* oe 


PROSPECTS: Everything you 
have in common with someone 
else is a reason for a contact and 
suggests a thought for your ap- 
proach: Family names, similar 
organizations, hobbies, neigh- 
borhoods, former occupations, 
people who formerly lived near, 
people who are sending their 
children to the schools your chil- 
dren attended. 





“Down Through the Decades with 
The Connecticut Mutual” | 


An epic that 





1840-56 opened the West 

The Connecticut through to the 
Mutual's Golden Gate. The 
First Decade days of The Cov- 


ered Wagon 








fe westward trek leading to the California Gold Rush, war with 
Mexico, the rumbling of the abolitionists, the tumultuous expansion 
of the young industrial age—this was contemporary America when the 
founders of The Connecticut Mutual Life Insurance Company held their 
first meeting at the Eagle Tavern in Hartford, Connecticut, on July 16, 
1846. 


Hartford was already a thriving fire and marine insurance center; 
it was only natural that life insurance should stir the imaginations of 
its citizens. early in the history of the institution in the United States, 
and that this, the seventh life insurance company organized in this 
country, should be founded here. 


With one controlling motive in mind—the interest of its policyhold- 
ers—its founders adopted the mutual plan. The plan succeeded. This 
purely mutual Company returns all divisible “profits” to policyholders 
in the form of dividends. 


At the end of ten years, the United States found itself richer in 
territory and resources following the Mexican War and the Gold Rush. 
During the period the Company prospered to the extent of having 
8,782. policies for approximately $23,000,000 of life insurance in force, 
with sound assets of $2,271,837. 


From 1846 to date, The Connecticut Mutual has paid to policy- 
holders, dividends in excess of $146,000,000. 


“HECONNECTICUT MUTUALERR 
LTFE-INSURANCE@ 
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THE NATIONAL UNDERWRITER Life Insurance Edition. 
Office of publication, 175 W. Jackson Blvd., Chicago, III. 
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Official ‘Stmed 
Over U.S. Lending 


Vice-President Westbrook of 
Aetna Life Views Farm Mort- 
gage Conditions 


FIELD NOW RESTRICTED 


Authority Says Life Companies Cannot 
Consider $2,000,000,000 Activity 
as Purely Temporary 


HARTFORD, April 12.—The para- 
doxical character of the farm mortgage 
situation was pointed out by S. F. West- 
brook, vice-president Aetna Life and 
chairman of the life companies’ organ- 
ization handling these mortgages, in an 
interview. 

On old mortgages held by life com- 
panies, the situation is far from gloomy. 
Interest is being paid, foreclosures have 
decreased, farms are being sold at favor- 
able figures. To illustrate the interest 
factor, it was pointed out that just a 
year ago the Aetna Life was able to 
collect only 33 percent of the current 
interest on these loans, while this year 
it has collected 76 percent. This expe- 
rence is similar to that of other life 
companies. 

Business Conditions Better 


“Much of the credit for this im- 
provement must go to the government 
for its crop control programs, and the 
operations of the Agricultural Adjust- 
ment Administration,’ Mr. Westbrook 
said. “To a certain extent, however, the 
brighter situation is due to the fact that 
business conditions generally are pick- 
ing up, following the basic improve- 
ment in agriculture. It is sometimes 
dificult to tell which is the cart and 
which the horse, but I am convinced 
that agriculture is the horse leading the 
country out of this crisis.” 

Despite the favorableness of the gen- 
eral agricultural situation, the downward 
trend on foreclosures and the satisfac- 
fory interest payments, life companies 
are considerably perturbed because 
Many of their best farm mortgages are 
being paid off by government agencies, 
and also because the entrance of federal 
land banks into the picture is making 
It practically impossible for the com- 
Panies to place new loans. 


Many Loans Liquidated 


eae Aetna Life experience is again 
ypical of the general farm mortgage 
+ tion. Since November, 1933, over 
Percent of the company’s entire farm 
sae neaee investment—$2,500,000 out of 
Fh 000.000—has been paid off through 
wn refinancing operations of the fed- 
al land banks, and that tendency is 


iheclerating, The great majority of 
in loans are not and never have been 
Istress.. Despite valiant efforts to 


replace these loans, the Aetna Life has 


Succeeded in a period of eight months in 
(CONTINUED ON PAGE 24) 
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Many Increases Reported 


Life Sales for March and First Quarter Set High 
Records for Life Companies Throughout Country 





Most companies and agents made a 
great showing in March, when produc- 
tion is compared with the same month 
a year ago. Of course March of last 
year was the moratorium month and 
business was pretty largely paralyzed. 
However, the phenomenal increases 
which were rung up by many agencies 
and companies in March of this year 
look fine in print and are good for the 
morale. 

e & 

March issued business of the North- 
western Mutual Life showed an increase 
of $8,674,680, or 44.34 percent, according 
to Grant L. Hill, director of agencies. 
For the first quarter of 1934, issued busi- 
ness is 19.66 percent ahead. Paid busi- 
ness in March shows an increase of $7,- 
532,781, or 54.75 percent, while for the 
first quarter paid busniess is 27.82 per- 
cent ahead. 

* * * 

The Phoenix Mutual’s new life sales 
for March totaling $3,659,000 repre- 
sented a 57 percent increase. For the 
first quarter production showed a gain 
of 48 percent with new paid business 
amounting to $10,380,000, compared with 
$7,008,000 for the same period in 1933. 
The number of applications in the first 
three months showed an increase of 46 
percent. Col. D. Gordon Hunter, vice- 
president, in commenting upon the rec- 
ord, stated, “For the last six months 
without exception we have shown sub- 
stantial increases over the same months 
of the previous year. In fact, in the 
last quarter of 1933, the company 
showed a gain of 31 percent over the 
same quarter of the previous year. The 
fact that these increases have been con- 
sistent over the past six months 
strengthens our belief that during the 
remaining months of 1934 there will be 
a continued upward growth in the pro- 
duction of new life insurance both in 
our company and in the business as a 
whole.” 

* * * 

The Equitable Life of Iowa reports 
new paid business for March of $6,788,- 
212, a gain of $1,720,287, or 33.9 per- 
cent. Total paid business for the first 
quarter is $14,491,780, a gain of 19.6 
percent or $2,376,502. March was the 
sixth successive gain month the com- 
pany has enjoyed. March, as is tradi- 
tional in Equitable of Iowa circles, was 
celebrated as president’s month and all 
business paid for during that period was 
in honor of Henry S. Nollen. The Kan- 
sas City-Hedges Agency took produc- 
tion honors for the month with $359,376 
paid business. 

* * 

“Sustained improvement in economic 
conditions is reflected in the company’s 
results for the first quarter,” according 
to Charles F. Williams, president of 
the Western & Southern Life. “I.oans 
to policyholders this year are 36 percent 
less than in the first quarter a year ago. 
This is a definite indication that recov- 
ery is actually here. Insurance in force 
has increased $28,374,000 more this year 
than it did during the previous first 
quarter. Lapsed business is 54 percent 
less than for the same period last year. 





We have had fewer agency changes 
and better field cooperation this year 
than at any time in the history of the 
company. These improvements are 
highly encouraging, as they appear to 
be steadily increasing from week to 
week. We are justified in believing that 
1934 will considerably surpass 1933.” 


In the first quarter of 1934 the Mid- 
land Mutual Life showed a gain in paid 
business of 3 percent, while the March 
gain was 46 percent. 


Production of the Franklin Life in 
March was 93 percent greater than in 
the same month a year ago. The 
Springfield, Ill., home office agency of 
the company made an increase of 325 


percent in March. 
* & 2 


The Fidelity Mutual Life, reports a 
gain in paid business the first quarter 
20.5 percent. Its gain in March was 21 
percent. Its gain in received business 
in March was S64 percent. 


The Pacific Mutual Life reports con- 
tinued gain in volume of written insur- 
ance in all departments, the total sales 
for March being the largest to date 
since the beginning of the recovery pe- 
riod that is now being experienced. The 
percentages of increase for the first 
quarter of 1934 are as follows: Life in- 
surance, 39 percent; non-cancellable dis- 
ability income premiums, 55 percent; 
commercial accident premiums, 33 per- 
cent; retirement annuity premiums, 81 
percent; single premium annuities, 76 


percent. 
_ + * 


March business of the National Life 
of Des Moines showed a 151 percent 
increase. A gain of 79 percent was 

(CONTINUED ON PAGE 22) 








Behrens Recommending 
City Loan Investments 





President H. A. Behrens of the 
Continental Assurance of Chicago 
at a recent meeting of the execu- 
tive committee of that company 
stated that in his opinion the time 
had arrived when it could very 
safely make its major investments 
in first-class city loans, both on 
residential and business property. 
President Behrens feels that prop- 
erty of this nature carefully se- 
lected offers as fine an invest- 
ment today as can be had. This 
means the turning of the money 
stream into more constructive 
channels. The executive com- 
mittee and directors undoubtedly 
will back President Behrens in 
his policy. This is significant in 
view of the present doubt in the 
minds of financial executives of 
life companies as to what consti- 
tutes the most desirable form of 
investment. 
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Agents Afraid of 
Large Premiums 


Prospects Take Them Without 
Blinking, According to $2,000,000 
Producer in New York 


GOOD PROSPECT TYPES 


Medical Specialists, Corporation Law- 
yers and Men With Money 
Yield on Income Approach 


NEW YORK, April 12.—Too often 
the agent is considerably more impres- 
sed by the size of the premium than the 
prospect is, and so fails to sell the man 
the amount of insurance he ought to 
have and could readily pay for, Felix 
U. Levy, of the Ralph G. Engelsman 
(New York City) agency of the Penn 
Mutual declared at the New York City 
Life Underwriters Association April 
dinner Tuesday. Mr. Levy paid for 
more than $2,000,000 last year and led 
the entire company in volume. 

“I have rarely made the fatal error 
of underestimating a man’s ability to 
pay,” he said, “nor when a man has once 
qualified himself for a definite amount, 
will I ever deviate from that figure. If 
he insists on coming down, O.K., but I 
won’t. “The premium is what it is, Mr. 
Blank. Here’s what we decided you 
needed—here is the cost. You said this 
idea was a good one. No good idea is 
worth a damn unless it’s translated into 
positive action.’ 

Needs Chance to Buy 


“IT am convinced that the size of the 
premium in a good many cases upsets 
the agent a good deal more than it does 
the prospect, with the inevitable conse- 
quence that not only we don’t give the 
man a chance to buy as much as he 
would have, but we don’t give him a 
chance to buy as much as he actually 
needs. We are too prone to shy away 
from big figures. After all, men commit 
themselves every day to stock purchases 
of from $2,000 to $10,000. If they are 
not used to thinking about. their insur- 
ance premiums in those terms, it is 
our fault, not theirs. There is a story 
of an agent who went to a large writer 
and said complainingly, ‘I don’t see 
how you get these men to buy such 
large amounts. Why, I have never sold 
as much as $50,000 at one time in my 
life’ The large producer turned to him 
and asked, ‘Have you ever bought it? 


Three Classes of Projects 


“What about preferred prospects to- 
day? Specifically, I believe there are 
three groups: (1) Anybody with money 
—in the street or otherwise; -head of a 
business, men of high salaries, etc.; (2) 
specialists; (3) corporation lawyers. 

“The first classification is general and 
we don’t have to waste time there: By 
the second, I mean doctors—specialists. 
Why? Simply because, particularly here 

(CONTINUED ON PAGE 10) 
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Joint Selling Successful 


Freeman Essex of Portland Demonstrates Effectiveness of 
His Theory of Team Work in Country-wide Sales Trip 





Life insurance has had vigorous cham- 
pions of many theories, but 
Essex, Portland, Ore., C. L. U., not 
only believed in his plan of joint sell- 
ing, but was so sure that its principles 
were universally applicable that he em- 
barked on a six-month country-wide 
trip to demonstrate the effectiveness of 
his system in actual practice under 
varied conditions. 

Team-work in selling, with the 
younger agent calling in the more ex- 
perienced man as “an authority on the 
conservation and distribution of es- 
tates,” results in the highest efficiency 
for both underwriters, with more com- 
missions than would have resulted from 
their separate efforts, Mr. Essex be- 
lieves, and it has the very important 
advantage of providing the best pro- 
gram for the insured’s needs and pro- 
tecting him against possible ignorance 
or inexperience in mapping out details. 


Pays for a Half Million 


In the five months since Mr. Essex 
started on his journey, he has paid for, 
on a joint basis, about $500,000. He 
works on a 50-50 commission basis, al- 
though from the results he has obtained 
on seemingly hopeless cases it would 
seem that he has frequently earned much 
more than half the compensation. 

During his travels Mr. Essex has 
only two or three insurance setups 
which couldn’t be improved upon. The 
worst and most general fault in clients’ 
insurance programs is failure to work 
out the contingency beneficiary clauses 
to take care of all possible contingen- 
cies. In too many insurance programs, 
Mr. Essex has found, some slightly out 
of the ordinary set of conditions aris- 
ing in connection with the claim could 
bring on complications which could have 
been avoided by informed and intelligent 
foresight and a few strokes of the pen. 
Too often the insurance proceeds are 
in danger of slipping back into the gen- 
eral estate through lack of an adequate 
contingent beneficiary clause. 


Little Use of “Catastrophe” Clause 


“T know of a case,” he said, “in 
which a life insurance general agent and 
his wife were killed in an automobile 
accident, but there was uncertainty as 
to which one died first. In the accident 
their car side-swiped a bus. There were 
a lot of personal injury claims. The 
couple’s child stood outside the court- 
room door and listened to the argument 
over what would have been his money 
if a little brains and a 6-cent stamp had 
been used in time. 

“There is too little use of what I call 
the ‘catastrophe clause.’ By that I 
mean the disposal of the insurance in 
case of the wiping out of an entire fam- 
ily, as in an automobile accident. I no- 





Time Control Featured 
by Agents This Month 


The Fidelity Mutual Life is fea- 
turing time control during April. 
Almost all its managers have 
signed pledges agreeing to exert 
every possible effort to secure 
from their agents a promise to use 
the new weekly reports for one 
full month. The Fidelity Mutual 
is anxious to try out this system 
and see what results can be ob- 
tained. Arrangements have been 
made for managers to analyze 
weekly reports thoroughly and to 
develop elements: of strength and 
weakness which fay be disclosed. 
These reports will later be sent to 
the home office for careful study 
and analysis. . 

















tice that more and more people are 


Freeman ' making their contingent beneficiaries’ 


settlements on the basis of need rather 
than according to the laws of descent. 
Thus it is more than ever necessary to 
be sure that the insured’s wishes will 
be carried out according to his speci- 
fications, rather than leaving it to the 
law’s provisions.” 

Mr. Essex believes that too many 
agents, even the rawest and most in- 
experienced, lose money by hesitating 
to call in a more experienced authority 
on a split commission basis. The value 
of the expert’s services is well shown 
by one case, in which Mr. Essex and 
one agent sold during two weeks 20 
times as much business as the agent 
had produced during the previous 11 
mcnths of the year. 


Uses Term “Authority” 


He has. found that it is best for the 
agent to use the term “authority,” in 
selling the prospect on the idea of con- 
sultation with an expert on his insur- 
ance situation. ‘Expert’ conveys to 
the client the idea of a slick salesman 
who is going to do a high-pressure sell- 
ing job, and Mr. Essex is jealous of his 





reputation of never having asked a man 
to buy insurance. 

No trouble is experienced in getting 
more than enough cooperative selling to 
take up his entire time. Mr. Essex 
is a Northwestern Mutual Life agent, 
and has done most of his selling in co- 
operation with other Northwestern 
agents, among whom his fame has rap- 
idly spread in advance of his visits. He 
is a hard worker, his pace being suffi- 
cient to tire out several ordinary agents. 
He believes that one “authority” can 
work to advantage with four or five 
agents who sell their prospects the idea 
of a conference with him. 

Mr. Essex has found that bringing in 
an authority does not discredit the orig- 
inal agent in the eyes of the client, but 
rather builds him up as sincere and ear- 
nest in his work, who is willing to bring 
in a more experienced man in a spe- 
cial field, in the same way that a doc- 
tor brings in a specialist for certain dis- 
orders. 

He has addressed many Rotary and 
Kiwanis club meetings in the course of 
his travels, and always has a question 
period at the end of each meeting. The 
question most frequently asked is, How 
have the life insurance companies come 
through with their investments in such 
good shape? It was principally the 
older men who asked this question. An- 
other query was prevalent, until the 
stabilization of the dollar, and that was 
on inflation. Now that stabilization has 
occurred, there seems to be little con- 
cern about it, he says. 





South Shows 


Business Activity 


an Upturn in 


By E. J. WOHLGEMUTH 





ATLANTA, April 12.—A tour of At- 
lanta life offices with a view to testing 
the theory that the south and south- 
east are somewhat ahead of the rest of 
the country in business recovery showed 
some opinions to the contrary but on 
the whole the theory is pretty well sus- 
tained. 

Atlanta itself has perhaps been a few 
months behind the surrounding country 
districts because it has taken that long 
for the cotton prosperity to seep into 
the city in the form of large pur- 
chases. All through the southeast 
and particularly in Florida, where one 
of the largest tourist seasons for several 
years has been enjoyed, the prosperity 
wave is under way. While there are 
still many bad spots it can be said that 
a feeling of optimism prevails through- 
out the southeast. 


Better Feeling Is Seen 


Birmingham shares this feeling with 
Atlanta and Jacksonville. Ten cent cot- 
ton and the bonus plan are perhaps at 
the bottom of the new deal in the south 
but there are other contributing fac- 
tors. The psychology of the south im- 
proved with the election of a Demo- 
cratic president and the emphasis upon 
agricultural improvement. The south 
feels that it is finally coming into its 
own. Such projects as that of Muscle 
Shoals and the Tennessee’ Valley Au- 
thority make the section feel that its 
interests are to be given national atten- 
tion. The movement back to the land 
is helpful to the south also. 

Most companies show good gains dur- 
ing the first quarter. The Equitable 
Life of New York shows a gain of 
$14,000,000 in the first quarter over the 
same period last year, in the southern 
field. Harry T. Adams, agency man- 
ager at Atlanta, has had the best three 
months in his agency since 1929. <A 
leading bank in Atlanta shows an in- 
crease during the three months of 18 
millions in its savings deposits. Sev- 
eral life companies report better gains 
than those shown for the rest of the 
country. 

It is true that agents have to work 
harder for less money than during good 
times since the larger policies are sel- 
dom written nowadays and agents are 





falling back upon the smaller salaried 
and small business men class. 

One would think that in the south 
where the climate is milder and warm 
clothing and fuel are not such heavy 
items, not to speak of the greater ease 
and lower cost of growing vegetables 
and other food crops, less welfare work 
would be needed and yet H. W. Indell, 
manager of the Metropolitan in Atlanta 
states that 17,000 people are carried on 
the welfare rolls and this number has 
been as high as 20,000 during the win- 
ter months. 

However, the industrial companies 
have fared even better than the ordi- 
nary writers and some astonishing in- 
creases have been made. The Gulf Life 
of Jacksonville, for instance, shows for 
the three months the astonishing in- 
crease of $7,000 in its weekly debit and 
most other companies show splendid in- 
creases indicating that prosperity this 
time is reaching down into the masses. 

The south is looking forward hope- 
fully and is already feeling the effects of 
the rising tide. 


L. Brackett Bishop 
Talks on Federal 
Supervision Plans 





Since this article was written Mr. 
Bishop has become decidedly worse and 
is in a state of coma. He has been deaf 
for the last few years and during the 
last few days is stricken with blindness. 
His death seems imminent. 


Notwithstanding the fact that L. 
Brackett Bishop, now past 80 years old, 
is bedfast in the Auditorium -hotel at 
Chicago, and probably will. never be 
on his feet again because of his weak- 
ened condition, his mental faculties are 
alert and he maintains an interest in 
the business. He receives THE 
NATIONAL UNDERWRITER every’ week, 
picks it up now and then and scans its 
pages. Mr. Bishop was for many years 
Chicago manager of the Massachusetts 
Mutual Life, was active in the Chicago 
Life Underwriters Association serving 


‘from 19th to 18th place. Three comp:- 








Bulk of Business 
in Force Is Held 
by 96 Companie; 
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In analyzing the ranking of the cop 
panies by insurance in force as show 
in last week’s issue, it is interesting 4 
note that 76 companies in the $100,009 
000 or more insurance in force chy 
had a total of $97,453,704,997 in fore 
or 94 percent of the grand total of ty 
$103,219,119,878. There were 16 cop 
panies in the billion dollar insurance jj 
force class, having a total of $77,794, 
540,607 in force, or 75 percent of thy 
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grand total. The 15 companies in th ~ 
half billion to one billion class had $1), 
348,810,152 in force or 10 percent of th 

grand total. There were 12 companig 

in the quarter billion to half Dillion clas About 
with a total of $4,451,983,668 in forelm .. put 
or 4.3 percent of the grand total. Ther i : 
were 33 companies in the 100 millicjminto the 
to quarter billion class with $4,864,31,f™mtion file 
570 in force, or 4.7 percent grand totdMMife vs. 


Inasmuch as there are 287 companix 
reported upon, the figures show that 211 
companies had less than $100,000,000 jg 
force with a total of $5,765,000,000 jin 
force, or 6 percent of the grand tot 
Of these companies, 42 had $50,000,0H 
or more in force; 43 $25,000,000 to $50. 
000,000; 49 from $10,000,000 to $25, 
000,000. 











Changes in Rank 


_ Among the companies which 2- 
vanced in their ranking were the Joh 
Hancock from 9th to 8th place, and the 
Connecticut Mutual Life, which went 





nies which figured in reinsurance deals, 
showed gains, the Lincoln National 
Life going from 22nd to 19th place, the 
Central Life of Iowa from 54th to 4ith 
‘and the Ohio National Life from 8%th 
‘to 49th. The Continental Assurance at- 
vanced from 59th to 55th, Mutual Lite 
of Baltimore from 60th to 56th, Life & 
Casualty of Tennessee from 63rd to 
57th, the Crown Life from 64th to 6ist, 
the Shenandoah Life from 69th to 63rd, 
the Bankers Life of Nebraska from 6éth 
to 64th, the Columbus Mutual from 67th 


‘to 65th, Commonwealth Life from ith 


to 68th, the West Coast Life from 72nd 
to 69th, the Colonial Life from 74th to 


.72nd, the Continental American from 


79th to 73rd, the United Mutual from 


‘78th to 74th, the Midland Mutual from 


7th to 75th, and the Central States from 
80th to 76th. 

Among the companies with less thai 
$100,000,000 in force, the most notable 
gains in ranking were: the Baltimore 
Life from 96th to 85th and the Equ- 
table Life of District of Columbia from 
411th to 97th. 








it in many ways and becoming its pres- 
dent. Later he became president 
the National Association of Life Under 
writers. . 

In speaking to a representative 0 
THE NATIONAL UNDERWRITER 25 he [ay 
on his bed, evidently being in gred 
pain, he stated that the recent exper 
ences of this country had convinced him 
that federal supervision of insurance 
would be unwise. He thinks it is m 
possible for the national government t 
Rive the business proper supervisiol 
and regulation. He said that if state 
supervision is to be abandoned then Ht 
would prefer federal government owner 
ship rather than supervision of life 
surance. Mr. Bishop believes that thert 
is a call for higher, more competett 
and intelligent state supervision. Thett 
should be a demand for able and & 
perienced insurance commissioners, me! 
who understand life insurance, who af 
effective and impartial, who have cour 
age and high intelligence. Mr. Bisho? 
declares, “The life insurance business * 
all right. It has passed through tr 
moil, trouble and trial. It will com 
out eventually in fine shape. I hav 
every faith in it and in the men who 
are guiding it.” 
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[ries to Reopen 
Secret Contract 


Reinsurance of Chicago National 
Life Attacked in Action by 
Unpaid Claimant 


ONSPIRACY CHARGE MADE 


Deal Cooked Up in Advance, Petition 
Says—Juggling of Accounts and 
Assets Alleged 


About the strangest life insurance deal 
ever put over in Chicago will come out 
into the air and sunlight if a cross peti- 
tion filed in the case of Pacific States 
Life vs. Chicago National is pushed suc- 
cessfully. In that case a decree went 
through in the court of Judge Lindsay 
without the slightest publicity until it 
was exposed by THE NatIoNAL UNDER- 
writeR. The decree appointed a receiver 
for the Chicago National, ordered him 


to enter into a reinsurance contract with 
the Pacific States, and ordered the di- 
rector of trade and commerce of Illi- 
nois to approve the contract, and further- 
more ordered the receiver to turn the 
assets over to the Pacific States. The 
cross petition filed by Michael J. Boyle. 
caimant on a death claim for $8,750, 
declares the whole deal fraudulent and 
asserts that the court was deceived. 

The assets nominally were $1,827,292, 
but the list given in the cross petition 
does not indicate much liquidity. The 
bill for receivership was filed May 31, 
1932, and decree was entered June 3, 
1932, 

Worked for Both Sides 


The cross complaint says that prior 
to the filing of the bill James M. Crume, 
E. R. Elliott and George H. Braasch 
and others named had been and were di- 
rectors of the Chicago National Life and 
that E, R. Elliott was one of its attor- 
neys. Also that he was attorney of the 
Pacific States Life. The cross complaint 
alleges that during April and May con- 
ferences were held with A. L. Whitmer, 
president and director, and a conspiracy 
entered into with the object of turning 
the assets over to the Pacific States, 
he no liability to be assumed by the 
atter, 

The charge of the cross complaint is 
that all the old officers and directors 
Were to resign at a meeting May 9, 1932, 
and that Whitmer through his control of 
the company was to elect representatives 
of the Pacific States Life. It is charged 
Vhitmer was to get $100,000 in mort- 
&ages owned by the Chicago National, 
and a contract for a renewal commission 
of 2% percent for a certain period. It 
is also alleged that Whitmer actually got 
he $100,000 in mortgages. 

It is charged that Whitmer had 
Proxies for 26,448 shares, which repre- 
apie a controlling interest, and that 
ie voted these shares to elect directors 
isted in the petition. It is charged they 
Were nominees of the Pacific States. 


Charge Deal Cut and Dried 


The directors at the May 9, 1932 meet- 
ng elected Frank S. Heilemann, presi- 
bey J. M. Crume, vice-president and 
- dGee George H. Simpson, secretary 
tary Tee H. Braasch, assistant secre- 
pes t is charged that all the officers 
po rectors in fact were agents and 
an denatives of the Pacific States Life, 
the 0m none of them paid anything for 
t ock put in their names to qualify 
€m as directors. 
€ directors at the May 9 meeting 
Passed a resolution to negotiate with 
acific States Life for reinsurance. 


also 
the 
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Great Strides Made by 
Many Agencies This Y ear 





The M. L. Woodward general agency 
of the Northwestern Mutual Life in 
Detroit showed an average increase of 
26 percent in paid business during the 
six months ending March 31 and an 
increase of 44 percent in the first quar- 
ter. No brokerage business is included 
in the figures. " 

The A. C. Utter general agency of 
the New England Mutual Life in De- 
troit showed a 62 percent gain in new 
business for i three months. 


The Cincinnati agency of the Con- 
necticut Mutual Life, L. D. Fowler, 
general agent, wrote $1,008,000 in 
March, the largest volume produced in 
the agency in its = years of existence. 


F. W. Atkinson, Minneapolis manager 
Great West Life, reports the Minnesota 
agency in March had the best month 
since August, 1932, with a gain of 30 
percent. The company made a substan- 
tial gain in business in Minnesota last 
year. It now ranks 13th in the state. 

a 

R. R. Anderson, Iowa state manager 
of the Business Men’s Assurance, shows 
an increase for the first quarter of 218 
percent with an 8 percent excess over 
his paid quota. 

* ok 

J. McKee Gould, San Antonio man- 
ager California-Western States Life, 
reports a 30 percent increase in paid 
business in March. 

= + * 

The San Antonio general agency of 
the Jefferson Standard Life under O. P. 
Schnabel, south Texas manager, fea- 
tured Financial Independence Week 
having a banner 40 feet long and 8 feet 





wide in front of the building reading 
“Be Independent Through Life Insur- 
ance, Financial Independence Week.” 
The banner attracted wide attention as 
the Jefferson Standard office is located 
directly opposite the Municipal Auditor- 
ium. The agency has shown an in- 
crease of 47 percent in written business 
the first three months.- March was 27 
percent better than March a year ago. 
There was a fine increase in number of 
applications. 
* * 

The Cincinnati agency of the Con- 
necticut Mutual Life wrote more than 
$1,000,000 of business in March, about a 
100 percent gain over its best previous 
month, Business for the first quarter 
is 101 percent ahead. 


J. L. Lee, manager of the Phoenix 
Mutual Life at Buffalo, reports a 202 
percent increase in his agency for the 


first quarter. 
* * 


The E. F. White agency of the Con- 
necticut Mutual Life in Dallas, wrote 
more than $500,000 in life insurance and 
annuities in March. The Connecticut 
Mutual notifies Mr. White that this is 
the first time in its existence that an 
agency in its first year has paid for 
more than $500,000 in life insurance and 


annuities. 
* * * 


H. S. Standish, manager at Los An- 
geles of the southern California agency 
of the Sun Life of Canada, recently re- 
turned from a motor trip covering prac- 
tically his entire field and including a 
careful survey of business conditions in 
each town. He reports having found 
people generally more inclined to favor- 

(CONTINUED ON PAGE 11) 








life underwriters 


effectiveness. 


perous, effective lives. 


Independence Square 








“CHOSEN INSTRUMENTS” 


We quote, with admiration, from an inspiring 
address by Mr. E. Y. Chapin, President and Trust 
Officer of the American Trust and Banking Company, 
of Chattanooga, delivered at a meeting of that city’s 
during Financial 
Week. Speaking of life insurance he said, in part :— 


Not all the good you underwriters do is shared by widows 
and orphans or even by surviving policyholders. 
chosen instruments to aid the accumulation of capital; and 
capital means tools, the means whereby the thought of bright 
brains may be transmuted into accomplishment, the means 
whereby the skill of trained hands may be multiplied in its 
The dollar you collect from your policyholder 
does not go at once to pay the grocery bill of some dependent 
family; it pauses by the way to help in building homes and 
power plants and railways and factories and highways and 
bridges—to do its effective share in sustaining the toilers who 
do the world’s work; in furnishing equipment to those who 
stimulate civilization and bring us closer to comfortable, pros- 


THE PENN MUTUAL LIFE INSURANCE CO. 


WM. A. LAW, President 


Independence 


You are the 


Philadelphia 

















Gauss Speaks on 
Part Time Agents 


Michigan Insurance Commissioner 
Tells the Proper Course 
to Follow 


BARS POSTAL EMPLOYES 


Declares His Department Will Not Be 
Subject to Any Political 
Pressure 


DETROIT, April 12.—As long as he 
is in office he will permit no poiitical 
tampering with insurance companies or 
the insurance department, Commis- 
sioner C. E. Gauss told the Associated 
Life General Agents & Managers at its 
annual meeting. 

“When I took office I investigated 
the conduct of the department and the 
work of the various employes of the de- 


partment very carefully,” said the com- 
missioner, “and I found that I had a 
staff of able men under me. Regardless 
of political affiliation, I left them there. 
Life insurance is the most sacred trust 
which man has, and as long as I am in 
office’ there will be no political inter- 
ference with either the companies or 
the department. I hope to see the day 
when the insurance department is placed 
outside of the realm of politics by leg- 
islation. 


Says Financial Crisis Passed 


“The financial crisis is definitely 
passed so far as life insurance is con- 
cerned. The dark hours when terrific 
loan and surrender values were being 
demanded of the companies have 
passed. So far as the state moratorium 
is concerned, we will modify it so that 
the agencies here will be governed by 
the various regulations of the moratoria 
in the states in which the individual 
companies are domiciled. If the mora- 
torium restrictions have been removed 
in the state in which your company is 
located, then they are also off in Mich- 
igan so far as you are concerned. 

“The condition of life insurance and 
the manner in which it is presented to 
the public rests ultimately with the life 
insurance companies and the general 
agents. In the overwhelming majority 
of cases this grave responsibility has 
been met with credit. Unfortunately 
there are a few institutions which barely 
‘get under the wire,’ which yielded to 
the pressure of competition and engaged 
in rate slashing and bargain rate cover- 
age. The institution of life insurance 
must never permit unsound bargain rate 
protection to lure it from the age-tested 
conservative standards which brought it 
through the recent depression. 


Postoffice Employes Barred 


“Life men will be interested to know 
that we have received a ruling from 
the postoffice department at Washing- 
ton that no postal employes of any de- 
scription may be granted full or part- 
time life insurance licenses. I ask the 
cooperation of general agents to help 
us eliminate the so-called part-time 
agents who do not belong to the life 
insurance business—the ill-trained, the 
inactive, the men who are not generally 
engaged in the business but who are 
taking the bread and butter away from 
the men who are. We have not elim- 
inated part-time men from the life in- 
surance business and probably never 
shall. 

“It is altogether fitting that a man 
should be licensed part-time until he 
has had a fair chance to become trained 
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Executive Committee Goes Qualities of Successful Life | Register Life of Davenport — Emn 


Over Research Bureau Work 





GO 9,300 MILES TO ATTEND 





Member Companies Have 92.5 Percent 
of All the Ordinary Life Insur- 
ance in Force 





One of the many examples of unsel- 
fish labor for the common good of the 
life insurance business by a few offi- 
cials was the meeting at Hartford of 
the executive committee of the Life In- 
surance Sales Research Bureau. These 
executives have a particularly busy 
schedule with their own companies be- 
cause of their agency department re- 
sponsibilities. 

The bureau has consistently sought to 
have its governing body represent _com- 
panies from all parts of the United 
States and Canada. As a result, the 
committee members traveled 9,300 miles 
in coming to the bureau’s office and in 
returning to their homes. President M. 
A. Linton of the Provident Mutual 
came from Philadelphia, Vice-president 
George L. Hunt of the New England 
Mutual from Boston; Vice-president E. 
B. Stevenson, Jr., of the National Life 
& Accident from Nashville; Vice-presi- 
dent W. W. Jaeger of the Bankers Life 
from Des Moines, and Assistant General 
Manager H. W. Manning of the Great- 
West from Winnipeg. 


Scope of the Membership 


Of major interest to the committee 
was the announcement that the member 
companies of the bureau now have 92.5 
percent of the ordinary insurance in 
force in the United States and Canada. 
There are 112 companies located in the 
United States and Canada and seven as- 
sociate (foreign) companies in the bu- 
reau_ membership. 

Manager Holcombe, Assistant Man- 
ager Kenagy, Office Manager Stevens 
and L. J. Doolin, head of the service 
department, presented in detail the 
present situation in all of the major 
fields of bureau work. 


Two New Features Announced 


Two new features were announced 
for the benefit of home office and field 
men. A seminar, open only to those 
agency officers who have graduated 
from one of the regular seminars, will 
be held for one week, Nov. 1-7, imme- 
diately following the annual meeting in 
Chicago. 

For field men, the bureau will extend 
its school work by holding not more 
than four managers’ conferences or 
congresses. At these meetings, the bu- 
reau staff will offer, during two days, 
such subjects as seem most pertinent 
to the managers and general agents of 
the section. The first conference will 
be held under the auspices of the Mas- 
sachusetts State. Managers Association 
at Worcester, May 10-11. 


New York Life Production 


in March Much Increased 


At a meeting of directors of the New 
York Life, President T. A. Buckner an- 
nounced the number of applications for 
new insurance received in March ex- 
ceeded any month in the past two years. 
The first quarter of this year sales in- 
creased 14 percent over the same pe- 
riod of 1933, the amount of insurance 
on which the first premium was paid 
being $109,885,000, as against $96,094,- 
000. Sales of retirement and immediate 
annuities were higher. Ledger assets in- 
creased by $24,912,000 in the first 
quarter. 

A. A. Ballantine, assistant secretary 
and later undersecretary United States 
treasury in the Hoover administration, 
and then undersecretary under Roose- 





Forging Ahead 

















W. C. SCHUPPEL 


Executive Vice-president W. C. Schup- 
pel of the Oregon Mutual Life is being 
congratulated on the fine showing that 
his company made in its new annual 
statement. It reveals progress all along 
the line. Mr. Schuppel is an Illinois 
product, having been born in that state 
Jan. 3, 1876. He started with the Mu- 
tual Life and in 1916 became super- 
visor of the Oregon Mutual Life. He 
was made superintendent of agents, then 
vice-president in charge of agencies and 
in 1930 was chosen executive vice-presi- 
dent. In his home town he is one of 
the civic leaders. 








member of the New York City law firm 
of Root, Clark, Buckner & Ballantine. 


Spargur Agency in Lead 

J. A. Spargur’s home agency of Bank- 
ers Life of Des Moines led all of the 
other agencies of the company in new 
business written in March and for the 
first quarter. A 92 percent increase in 
the quarter is reported, the 1934 total 
being $859,732 compared with $448,249 
a year ago. 


Man Are Listed by McLain 





GIVES ADDRESS IN NEW YORK 

Vice-president of Guardian Life Out- 

lines Attributes Necessary for 
Success in Future 





NEW YORK, April 12.—The suc- 
cessful producer of tomorrow must be 
a good business man, living within his 
means and accumulating a surplus for 
expanding his business. He will be an 
organized operator, acting as an efficient 
executive of his own time, a market 
analyst, keeping abreast of new buying 
power among the people whom he can 
successfully contact. 

He must be a “doctor of mental at- 
titude” and be his own patient. He 
will do well to give more stress to the 
old fashioned idea of life insurance as 
protection and to develop a more in- 
tense loyalty to and appreciation of his 
company. 


Discusses New Deal 


These salient characteristics of the 
leading producers of the future were 
listed by Vice-president J. A. McLain 
of the Guardian Life of New York, 
speaking at the April meeting of the 
New York City Life Underwriters As- 
sociation. Commenting on conditions 
under the new deal, Mr. McLain said 
that many business are disturbed by the 
prospect of having to operate under 
government supervision but that “our 
business is the least to be affected, be- 
cause we have always been under gov- 
ernmental supervision and we know 
how helpful the right kind of super- 
vision can be.” 


Underwriting Side Stressed 


The new deal will have a favorable 
effect on life insurance, he predicted, in 
that it will change the buying habits of 
the public. He also pointed out that 
while life insurance is of great impor- 
tance as a financial institution, it is 
primarily an underwriting institution, 
and that even though there have been 
lower interest rates and investment 
losses in common with other financial 
institutions, life insurance has shown 
and will continue to show a profit on 





the underwriting side. 








Explanation by A.B. Olson 








A. B. Olson, manager of agencies of 
the Bankers Life of Lincoln, Neb., com- 
ments on the recent article in THE 
NATIONAL UNDERWRITER headed, “The 
Agent Is the Goat,” sent in by a prom- 
inent Milwaukee life insurance salesman. 
In this article the Milwaukee agent re- 
ferred to an address that Mr. Olson 
gave before the Nebraska Insurance In- 
stitute, which was published in THE 
NATIONAL UNDERWRITER, Mr. Olson says 
in that connection: 

“The author of this evidently has mis- 
construed the meaning and intention of 
my paper. My discussion was centered 
around the fact that over a period of 25 
years, policy contracts have been liber- 
alized through the medium of the re- 
duction in surrender charges, both as to 
the time covered and the amount in- 
volved, the setting up of cash values at 
much earlier periods, the paying of 
dividends long before the policy con- 
tract had worked out from under its 
own indebtedness, and the reduction of 
expense loading to where the profit 
point in the policy contract—from the 
company standpoint—had been carried 
too far forward that it had entirely 
changed the original basis of calcula- 
tion. 

“My contention was that the actuarial 
department was largely to blame for 





velt, was elected a director. He is a 


having allowed these changes to be 








made—whether it was the result of | surance.” 


pressure from the agency department or 
the greed for volume that has been dis- 
played by company officials generally 
over the past several years. I advocated 
the idea of considerable change back- 
ward—if you please—to the point that 
life insurance contracts would become 
self-sustaining at a much earlier point. 

“A secondary consideration in my pa- 
per dealt with the results of ‘volume 
hunger’ which has caused the agency 
department to add rather promiscuously 
to its personnel with the result that the 
turnover in agency man-power was 
much greater than it should be. I then 
took into account the fact that the lapse 
ratio on the business produced by 
agents who did not remain with the 
company or in the business, was so 
much greater than the lapse ratio of the 
business of those who actually did stay 
in the work that the loss sustained from 
a company standpoint was so great that 
if it were properly taken into account 
it would justify a different method of 
compensation for the agent during the 
trying time which covers the first three 
years of his work. 

“T did not even allude to the agent 
as being the ‘goat’ but only attempted 
to create a picture of what actually had 
been going on and which could only 
have been evaded by a more firm stand 





Collapses Under the Straj, i 











RESERVES ARE SEEN IMPAIRE® HE 
Company Started in the Business ji State 
April, 1889, and Has Been Con. Gu 
scientiously Managed 
DES MOINES, IOWA, April 12— PEC 
J. J. Shambaugh, former president of ill de 
Des Moines Life & Annuity, and late be 
president of Royal Union Life of De former 
Moines, is appointed operating re. Bank | 
ceiver for Register Life by the Scot has be 
county district court. He will serye bezzle: 
as assistant to the receiver, E. W, funds. 
Clark, insurance commissioner, Stat 
= openin 
The Register Life of Davenport, lJ prosec 
has had to close its doors because Com used « 
missioner Clark of that state declineifi to cle: 
to issue a new license, declaring thf bank. 
its reserves are impaired. It has beef drawn 
known for a couple of years that thi cordin 
Register Life was skating on rathelll May : 
thin ice. Its investments are badyi count 
frozen and in view of reports about it 
it became more or less of a target for 
loans and cash surrenders. This is, Mr. 
case of a very good company cot ni a 
scientiously managed being practically sen 
bled to death. It has not been exploited, police 
Receiver Is Appointed made | 
Judge Maines in the Scott county dis to his 
trict court appointed Insurance Com troduc 
missioner Clark as receiver of the Reg-J amour 
ister Life. The attorney general de(™ showi 
clared the company was insolvent anif count: 
that a continuance of its business would Two 
be hazardous. The company did no fi $1,000 
resist the petition. The directors votelj™ Comn 
to suspend operations. Commissioner this v 
Clark posted a bond of $50,000. Hem tons 
urged policyholders to continue their °O™Pé 
premium payments. All such will be 
kept in a special fund not subject to 
any lien. Inventory of assets will be Offi 
undertaken at once. It has 15,000 pol habit 
icyholders. Reserves are believed to bef and | 
impaired from 50-65 percent. scheid 
Of its assets a year ago, 44 percent i Life | 
were in mortgages yielding 4.3 percent; retary 
27 percent in policy loans and 16 per spirac 
cent in real estate. In past years it Offere 
paid excellent dividends to policyhold- § Mr. F 
ers. In 1924 it decided on a 66% per offices 
cent reduction in dividends. There was drew 
considerable delinquent interest on farm W. 
mortgages and while there was a cot- dinal 
tingency reserve of $252,335 to take cart now 
of this, the company was courageots was 1 
enough to take drastic action in order 9, 193 
to protect policyholders. The company he is 
has been able to foreclose on over $250; $13,51 
000 in farm mortgages. It increased its ited t 
dividend scale in 1927 by 50 percent. A Mr 
further increase of 15 percent was mate in Y 
in 1930 and continued later, A_ yea was § 
ago its assets were $6,446,136, reserve re 


$5,399,895, surplus $274,632. 
Started in Business in 1889 
It commenced business April 22, 188%, 
under the name of the Register Life 


& Annuity. Its present title was 
adopted in 1914. It is a purely mutual 







company and this is the first mutual MI 
legal reserve company that has col on’ ¢ 
lapsed. It has had an honest manage Mutt 
ment from the start. It has simply of 19 
been unfortunate. Its mortality rate clusi 
has been favorable and the compaty 848.4 
moved along in a quiet way. Its peak This 
of insurance in force was in 1928, whet perc 
it had over $35,000,000. At the end 0 nist 
last year it had $31,000,000. It now 779.4 
has $26,000,000. It is licensed in Ill cles 
nois, Iowa, Michigan and Ohio. It clude 
liabilities are estimated at $5,500,000. Pe 

Commissioner Clark said that the 000 
time had come to call a halt becaust Tots 
of the inadequacy of the reserves due bene 
in large part to the deflation in fe of § 
estate values. A number of companies men 
have looked over the Register Life dur- Gr 
ing the last year or so, hoping to be abl an | 
to make some offer whereby it cot! over 
be assumed. d Cast 

Dr. G. E. Decker is president a” men: 











of the actuarial department of life in- 
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Emmet C. May on the Stand 
in Peoria Life Embroglio 








HE DEFENDS HIS POSITION 





State Declares Former President Is 
Guilty of Embezzling Funds of 
the Company 





PEORIA, ILL., April 12—A jury 
will decide the fate of Emmet C. May, 
former president of the Peoria Life, and 
Bank of Peoria, who, for the past week 
has been on trial charged with the em- 


bezzlement of $35,000 in company 

funds. : : ; 
States Attorney Champion, in his 

opening address, indicated that the 


prosecution would show that Mr. May 
ysed company funds, at various times, 
to clear up personal over-drafts at the 
bank. Checks aggregating $36,000 were 
drawn on the insurance company, ac- 
cording to the evidence, in favor of Mr. 
May and credited to his personal ac- 
count to “cover up” over-drafts. 


Mr. May on the Stand 


Mr. May, on the witness stand, ex- 
plained the management of the company 
together with some of its operating 
policies. No reference, however, was 
made to the checks drawn and deposited 
to his credit. Several checks were in- 
troduced by the defense in various 
amounts of $1,000, $8,000 and $3,000 
showing that Mr. May’s expense ac- 
counts were very liberal. 

Two of the checks, he said, were for 
$1,000, an amount paid to the Peoria 
Community fund. He explained that 
this was one manner in which subscrip- 
tions of that kind were handled by the 
company. 


Officers as Witnesses 


Officers and employes were in the 
habit of drawing advances for salary 
and traveling expenses, P. F. Bour- 
scheidt, office manager of the Peoria 
Life testified. George B. Pattison, sec- 
retary, who, with Mr. May, faces con- 
spiracy charges involving $250,000, also 
offered similar testimony when called. 
Mr. Bourscheidt named fifteen or twenty 
officers and employes whom he said 
drew money in advance. 

W. J. Kennedy, manager of the Car- 
dinal liquor store where Mr. May is 
now employed, testified that Mr. May 
was not in the Peoria Life offices Feb. 
9, 1932, one of the dates mentioned when 
he is alleged to have drawn a check for 
$13,500 on the Peoria Life and depos- 
ited to his account to meet an overdraft. 
_ Mr. Kennedy testified that May was 
in Ypsilanti, Mich., on that date and 
was gone for a month or five weeks. He 
was secretary to Mr. May before the 
Peoria Life upheaval. . 


Northwestern Mutual Data 
on First Quarter of 1934 


MILWAUKEE, April 12.— Reports 
3 the business of the Northwestern 
Mutual Life for the first three months 
‘ 1934 show new paid-for insurance ex- 
Clusive of $754,773 in annuities, of $58,- 
a represented by 15,683 policies. 

1S is an increase of $12,217,418, or 26 
Percent over the same period of 1933. 
,isurance in force March 31 was $3,- 
79,441,463, represented by 993,850 poli- 
pre Total, income of $47,768,000 in- 
cluded premiums of over $25,000,000. 
we clicyholders’ dividends were $7,895,- 

0, and death claims paid $10,919,000. 
-_ ‘payments to policyholders and 
on ciaries were $34,498,000, exclusive 
2 $2,015,000 payments under install- 

ps and option settlements. 

a Toss assets March 31 $1,020,913,900, 
a 5 ieee of more than $10,700,000 
we arch 31, 1933. They include: 
pi. $7,662,784; United States govern- 
ent bonds, $62,770,890; all other bonds, 








$265,933,553; mortgage loans, $361,988,- 
660; policy loans $230,817,071. 


Annuity Rates Revised 


The Continental Assurance now is 
writing immediate annuities on the new 
“standard tables.” Corresponding in- 
creases have been made in other annuity 
forms. The new premium scale for de- 
ferred cash refund annuities at quin- 
quennial ages is: 

Beg. Age 55 Beg. Age 60 Beg. Age 65 
Fe- Fe- Fe- 
—_— males oan” a — Males males 


Ag 
7.62 


-- 16.23 


NKovwcecoe 
eo 
~~ 
~1 
«1 


. § 93.28 50.13 
- 147.59 159.37 76.05 -75 42.89 
cece cess LeaMOO BGLaO 


ClOT> COCO DODO 


Lowen with Tollefson 


C. A. Lowen has joined the North 
Dakota branch office forces of the Mu- 
tual Benefit Health & Accident and 
United Benefit Life under Manager C. 
T. Tollefson, state manager at Fargo. 
He has been a resident of Fargo for 
the last seven or eight years. He was 
formerly connected with the Cities 
Service as stock representative at Fargo 
and for some time was a banker at 
Anet, N. D. 





Great Accident and Health 
Field Among Life Agents 





DIVERSIFICATION IS NEEDED 





“Count” Mueller of Milwaukee Tells 
Chicago Accident & Health Club 
About Agency Building Methods 





Addressing the Accident & Health 
Insurance Club of Chicago Tuesday on 
his methods in agency building, E. H. 
(Count) Mueller of Milwaukee, Wis- 
consin state agent of the accident and 
health department of the Pacific Mutual 
Life, declared that the biggest opportu- 
nity today for getting new men into 
the production of accident and health 
insurance lies among the agents of life 
companies, particularly those which do 
not write accident and health insurance. 

In referring to the retirement of the 
life companies from the disability field, 
he said that it was really a case where 
the tail wagged the dog; that such 
clauses in life policies had educated the 
public to the desirability of disability 
protection and it is now up to the com- 





panies writing accident and health in- 
surance to furnish that protection. 

In speaking of the possibilities which 
accident and health insurance offers for 
life men, he referred to the fact that 
farmers in Wisconsin are now probably 
more prosperous than those in many 
other states, largely because they have 
been educated to the idea of diversifi- 
cation. The importance of dairy farm- 
ing has been especially emphasized and 
the farmer who has a small dairy herd 
is getting in a milk check every month. 
There is no crop failure there. In the 
same way, he said, the life insurance 
man needs to have a “cash crop,” which 
he can find in accident and health in- 
surance. It has saved the situation for 
many a life agent who finds himself 
slipping, Mr. Mueller declared. 


Value of Renewals Shown 


He cited the case of one agent who 
started in by specializing on accident 
and health, then developed into a big 
life producer, but found his life produs- 
tion in a slump in recent years. This 
same man, however, still gets in $200 
a month in renewals on accident busi- 
ness written prior to 1924, while of 
course there is nothing coming in on 
his life business written at that time. 
He showed the chart which he has used 

(CONTINUED ON PAGE 16) 
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This is one of a series of advertisements, reproducing the pages 
of a new book, “The Home Life Looks Forward”, which has just 
been published. If you care to have a copy of the entire book, write 
now to Cecil C. Fulton, Jr., Superintendent of Agencies. 


HOME LIFE INSURANCE COMPANY 


256 BROADWAY, NEW YORK, N-Y. 


ETHELBERT IDE LOW 
Chairman of the Board 
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Hercules Life Underwriting 
Rules, Rates, Values Given 





DIVIDEND SCALE NOT KNOWN 





Information on Five Standard Forms, 
Non-Medical Practices, Risk Lim- 
its, Is Made Public 





Premium rate, cash loan and nonfor- 
feiture values, limits of risk and other 
details of policies of the new Hercules 
Life of Chicago, were announced this 
week. The abbreviated rate book shows 
premiums and values for five standard 
forms, ordinary life, 15-pay life, 20-pay 
life, 20 year endowment and five year 
convertible term. All the policies of 
the Hercules will be participating, the 
dividend scale to be used, however, not 
being announced. 

The rate book states that divisible 
surplus probably will not be sufficient 
to enable the board to make any divi- 
dend apportionment before the end of 
the second policy year. Hercules of- 
ficials report they have not yet tackied 
the problem of determining the basis 
for calculating dividends. 


Seek Actual Earned Basis 


The Hercules staff has some definite 
ideas about dividend calculations. Carl 
L. Odell, general manager, states that 
the objective sought in figuring the 
dividends will be to make them actually 
earned, insofar as possible, by the vari- 
ous policies issued. The Hercules peo- 
ple have especially in mind the many 
arguments pro and con extending over 
a number of years on the question of 
dividends paid at end of the first year. 

The risk limits of the Hercules are: 

Male Lives 
Life and Endowment Plans 
Waiver of Double 


Age ; Life Prem. Dis. Indem. 
21 to 55 incl... 10,000 10,000 5,000 
12 to 20 incl... $10,000 $ 5,000 $ 5,000 
56 to 60 incl... 10,000 None one 


Term Plan 
Waiver of Double 


Age Life Prem. Dis. Indem. 
1) to 20 incl...$ 5,000 None None 
21to 55 inel... 10,000 None None 


Female Lives 
Life and Endowment Plans 
Waiver of Double 


Age Life Prem. Dis. Indem. 
1b to 20 inel...$ 5,006 None $ 5,000 
21 to 45 incl... 10,000 $10,000 5,000 
46to 55 inel... 5,000 None 5,000 


Reinsurance arrangements are under 
way, and it is probable that the Her- 
cules will be equipped soon to handle 
larger amounts than indicated above. 
Age limits are 15-60 for these stand- 
ard forms. Waiver of premium dis- 
ability benefit is issued between age 
Imits 21-55, and double indemnity be- 
tween ages 15-55. Age 55 is the maxi- 
mum limit for female lives. 
Any form except term will be writ- 
ten on females, provided beneficiary is 
a minor child, dependent or husband 
where the latter is insurable and carries 
an equal amount in favor of his wife. 
Women who are preferred risks, ages 
1-55 inclusive, will be considered for 
double indemnity benefits, with $5,000 
limit. Waiver of premium disability 
will be written only on single women 
*t widows, self-supporting and engaged 
Na suitable occupation. 

Give Non-Medical Limits 


The nonmedical department of the 
ercules promises to be especially em- 
dhasized. The limit is $2,500, male and 
emale lives. Age limits for nonmed- 
Ieal are 21-45 inclusive. 

The disability premium waiver clause 
‘overs disability occurring prior to age 
1.48 does the double indemnity clause. 
thr ash loans will be available after 
lo = years’ premiums have been paid, 
ans being at 5 percent interest. 


APPROVE: TRANSFER TO HERCULES 
oes MOINES, April 12.—Authority 
toteanster title to securities and cash 

aling $2,282,000 from the National 





Life, U. S. A.,, Chicago, to the Hercules 
Life, was granted Commissioner Clark 
of Iowa by Judge Ladd in Polk county 
district court here. The transfer was 
incidental to the reinsurance effected 
some weeks ago. Mr. Clark is ancillary 
receiver for the National Life, U. S. A., 
in Iowa. 


CONSIDERING OHIO LICENSE 


COLUMBUS, O., April 12.—Ohio 
life insurance organizations have been 
asked by the state department of insur- 
ance to present any arguments they 
may have against the granting of a li- 
cense to the Hercules Life. It is under- 
stood that if the company establishes 
bona fide agencies in Ohio and conducts 
its business just as any other regularly 
admitted life companies do, no serious 
complaint can be found against the is- 
suing of a license to it. However, agen- 
cies are opposed to any scheme for sell- 
ing life insurance in connection with 
the operation of a store or mail order 
establishment. 


General Agent F. W. Pennell of the 
State Mutual Life in New York City 
and Mrs. Pennell and their daughters, 
Jean and Joan, have returned from a 
trip to Bermuda on the S. S. Kungsholm 
of the Swedish-American line. 





Penn Mutual’s Experiment 
Proves Very Satisfactory 





NORMAL SERVICE TYPE AIM 





Sought to Concentrate Efforts for 60 
Days on Sale of Life Insur- 
ance as Such 





PHILADELPHIA, April 12.—Vice- 
president Frank H. Davis of the Penn 
Mutual Life reports a highly satisfac- 
tory outcome of an experiment which 
the company made in February and in 
March. The design was to concentrate 
the efforts of the agency force for a 
60-day period upon the sale of life in- 
surance as such. A feature of what the 
agency department called a “sixty-day 
effort” was the absence of driving pres- 
sure either by the home office or by the 
general agents. As with all other com- 
panies, the Penn Mutual has been desir- 
ous of bringing the production of its 
agency force more nearly to normal in 
type of service, without at all neglect- 
ing the placing of contracts of different 
types which during the depression have 
been strongly favored by the public. 

The agency force welcomed the op- 





portunity, and for more than two 
months salesmen cooperated with the 
agency department. The results have 
been most gratifying both to the field 
and the home office. February was a 
plus sign month, and March showed a 
larger gain than in any month since 
the depression began, the momentum 
being so strong that April’s early days 
brought in more applications than in 
any other period in recent years. The 
percentage of gain in life insurance vol- 
ume was 20.7, and in combined life in- 
surance and annuity it was 22.4, with 
65 general agencies participating in the 
gain. These figures clearly indicate that 
while annuity plans still are favored by 
applicants, protective life insurance 
again holds its proper place in the pat- 
tern of life insurance coverage, to the 
advantage of the men and women who 
buy and the agents who sell. 


Management Group Plans 
Insurance Division Meeting 





NEW YORK, April 12.—The insur- 
ance division of the American Manage- 
ment Association will hold its annual 
conference in Atlantic City, N. J.. May 
14-15. Vice-President W. J. Graham of 
the Equitable Life of New York, presi- 
dent of the association, will open the 
meeting. 











Ir COULDN’T HAPPEN— 


But What If It DID? 


* 


IF every NYNL policyholder 
asked for the cash surrender or 
loan value of his policy—what 


would be the result? 


The answer to that question provides 
astonishing proof of the ability of well 
managed life insurance companies to 
withstand the shocks all companies 
have met since 1929 and yet, at the 
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same time, to handle their affairs so as 


to be today in better position to meet 


unusual demands than ever before. 


Here is the Answer! 
“If the bonds held by the Company 


at the end of the year were sold at 


actual market quotations, the money 
received, together with the cash on 
hand December 31, 1933, would pay L 
98.6 per cent of these cash demands. 
Such cash and bonds represent less 
than half of the Company’s assets.”’ 


NORTHWESTERN NATIONAL 


LIFE INSURANCE COMPANY 


0. J. ARNOLD, passoorr 


STRONG~ Minneapolis Minn. ~LIBERAL 
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\¥ E ARE ENDEAVORING to build 
a life insurance institution 


founded on the principle that 


















we are charged with the adminis- 
tration of a public trust. A life 
insurance company of this char- 


acter will endure and prosper. 

















Saint Louis, Missouri 


Watrer W. Heap, Presipent 









































* GUARDIAN LIFE * 


', NEWS .- 


SINGLE PREMIUM 
SPECIAL INCOME ANNUITY 


To the Guardian’s attractive Special Income An- 
nuity contracts (for which there has been no 
increase in rates) has been added a Single Premium 
Special Income Annuity! Its reception by the 
Guardian field is typified in the comment of Louis 
B. Levi, Co-Manager, LEVI BROTHERS AGENCY, 
Evansville, Indiana: 


‘‘This new Annuity is just what we need today !”’ 


* 
THE GUARDIAN LIFE 


INSURANCE COMPANY OF AMERICA 
ESTABLISHED 1860 
50 UNION SQUARE NEW YORK CITY 














California-Western States 
Reorganized; Kruse Resigns 





CAPITAL IS CUT IN HALF 





Three Resign as Vice-Presidents and 
Five as Directors in Move to 
End Disagreement 





A program of reorganization of the 
California-Western States Life was in- 
augurated at a special meeting of di- 
rectors at the home office in Sacramento, 
Cal. 

J. Roy Kruse, president of the com- 
pany since 1925, and occupying other 
official positions since 1913, tendered his 
resignation as president, effective as of 
May 1. The board voted Mr. Kruse a 
substantial income in appreciation of his 
21 years’ service with the company. 

Other resignations accepted were 
those of: 

C. Bottorff, vice-president and 
treasurer, effective July 4. Mr. Bottorff 
was elected comptroller from this date 
with substantially the same duties as 
now assigned. 

Harold H. Buckman as _ vice-presi- 
dent, effective immediately. Mr. Buck- 
man is retained as actuary. 

John V. Hawley as vice-president, 
effective immediately. Mr. Hawley re- 
mains as director of agencies. 


Resign as Directors 


Mr. Kruse and Mr. Bottorff also re- 
signed as directors effective on the same 
dates as the resignations from their re- 
spective offices. 

At the same time the following addi- 
tional directors submitted their resigna- 
tions effective immediately: James K. 
Lochead, Nion Tucker and W. R. Wal- 
lace, Jr., all of San Francisco. 

The board also voted to submit at 
once to stockholders a proposal to de- 
crease the par value of capital stock 
from $10 per share to $5. Inasmuch as 
the capitalization consists of 175,000 
shares, this action will have the effect 
of transferring approximately $875,000 
from capital to the surplus and con- 
tingency fund. The effect of this will 
be to give the company capital of $875,- 
000 and surplus and contingency funds 
in excess of $1,000,000, after taking sub- 
stantial writedowns. 


To End Disagreement 


The resignations and changes in off- 
cial title so far effected are a part of 
reorganization plan proposed to end 
prevailing disagreement between major- 
ity and minority groups of stockholders 
which has attracted attention during the 
last three months. 

The reorganization plan has the ap- 

proval of the California insurance de- 
partment and the departments of the 
states participating in the present con- 
ference examination, which includes be- 
sides California, Oregon, Washington 
and Utah. The examination, which was 
requested as a result of this stockhold- 
ers’ controversy, is continued and will 
be brought down to April 30 in order 
to permit time to effect the proposed 
change in stock structure and to com- 
plete the reorganization plan. 
In a statement issued by Commis- 
sioner Mitchell of California and con- 
curred in by Commissioners Averill of 
Oregon, Smith of Utah and W. Sullivan 
of Washington, it was explained that 
“the resignations in no way reflect on 
these officers. The reorganization is be- 
ing brought about to quell disputes be- 
tween majority and minority groups of 
stockholders. 


Reserves Are Adequate 


“We stress the point® that the com- 
pany’s reserves are adequate and fully 
covered by acceptable assets and the in- 
terests of all policyholders are fully pro- 
tected. It is the emphatic expression of 
all commissioners that the contract- 
holding public need have no concern 
whatsoever, and especially in view of 





stitution. 
company is sound.” 


Closely following the announcemer; 
of the resignations came reports thy 
Edward Rainey, state superintendent ¢ 
banks, and Ray L. Riley, state co. 


troller, were being considered as sy. 
cessors to Mr. Kruse. Both have bee 
prominent in California political circle 
for many years. 

James V. Hawley was a member ¢ 
the executive staff of the old Westen 
States Life, up to the time of th 
merger in 1931, for many years. Mr 
Bottorff was an_ official with the of 
California State Life. 


Result of Stockholders’ Dispute 


The reorganization is the result of; 
stockholders dispute that created cop. 
siderable discussion early this year an( 
which resulted in some of the repre. 
sentatives of the “opposition” _ being 
elected to the directorate. According to 
reports, most of the changes were the 
result of the suggestions made by the 
insurance commissioners of Oregon, 
Washington, California and Utah who 
had previously criticised the fees paid 
to directors of Western States Life 
for effecting the merger. Most of these 
fees, it is understood were returned to 
the company. 

The meeting at which reorganization 
was decided upon, was the result ofa 
stockholders’ dispute that started in 
January when Philip Ware of Chico, 
Cal., a director, filed charges in behalf 
of a group of minority stockholders ac. 
cusing the directors of mismanagement, 
The 10 states in which the company 
operates have ‘been conducting an audit 
since Jan. 22. The audit was suspended 
April 4, however, to permit the com- 
pany to put into effect the recommenda. 
tions of the commissioners which the 
directors have now approved. 


To Have Hammond, Ind., Office 


W. B. F. Hall, son of President A. 
F. Hall of the Lincoln National Life 
and a member of its investment depart: 
ment, will take charge of a Hammond, 
Ind., office to be established May 1 for 
the liquidation and conservation of the 
assets of the former Northern States 
Life. The Northern States Life, which 
was located in Hammond, was reit- 
sured by the Lincoln National. The 
trusteed assets of the Northern States 
have been set aside as a separate fund, 
and this new department being estab- 
lished will administer them. Mr. Hall 
will be manager of the Northern States 
mortgage loan department. He will co- 
operate with J. W. Morthland, who has 
been appointed by the court as trustee 
to represent the interest of the North 
ern States policyholders. 





$1,000 to $1,600 


Ordinary Life Insurance at An 
Average Cost GUARANTEED 
OF ONLY $14.00 per $1,000 


Of Course Issued in Larger Amounts 


All Premiums Returned 


in addition to face of policy 
in event death before age 60 
FULL FACE THEREAFTER 
AND PREMIUM REDUCED 20% 
Example 


Original cost, age 30, $21.40 pef 

$1,000 to age 59; $17.19 per $1,000 

thereafter. 

If you reside in Ohio, Illinois, Indiana, 

Kentucky, Pennsylvania, Tennessee, 

Virginia or the District of Columbia, 
Write for Samples and Particulars 


This is one of the =~ unique contracts 
issued by 


Federal Union Life 


FRANK M. PETERS, President 
























the excellent cash position of the in- 
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10N Of thi — of a probationary license to be issued to = 
applicants for life insurance licenses, to ° ° 
nce Gets Trophy Cup run for a period of one year from the|} Guardian Life Has Large NEW YORK NEWS | 
S thai?—— next succeeding licensing period (April © ° ° 
am of ; |1). This probationary license would Day in Total Applications 
~ Con. grant the applicant the right to — —_- KRUH AGENCY EXCEEDS QUOTA 
S Sue. insurance just as the present license ‘ P 
lave Deen does, but would enable the commissioner The Guardian Life of New Pe. Eom Kruh agency of the Con- 
al circles to weed out the unfit agents at the end York experienced April 9 the tinental American Life in Brooklyn, 
of tit pectidiodasy period largest day in applications re- which opened the first of the year, ended 
ember ¢ ; ceived in the 74 years of its his- its first quarter with an excess over its 
Wester Questionnaire for Applicants tory. While there is a drive on quota and a total of 15 new men added 
Of the ‘ ; during this month in honor of to its organization. R. R. Bieber, one 
ars. Mr The committee will recommend that Vice-president J. A. McLain, no of the newer men, led the agency for 
the olj a questionnaire be sent to probationers emphasis was placed on that day March in paid business. 
at the time they apply for a full license, above any other day in the month. ~ tin 
— seeking pertinent information on —— SUN LIFE BIG STOCKHOLDERS 
to base a judgment as to the qualifica- The S : : ; 
: : ; The Sun Life of Canada, with 126,- 
me of a tions os mene. ee his a ee 20 policy years. The premium unit is | 550 shares of American Telephone & 
— Con- in the business. Include btew fs © | for $1,000 ordinary life and $1,367 term. | Telegraph, has no serious contenders 
- r and total written, issued and paid-for busi- The ordinary life portion only is partici- | for first place in amount of stock of 
” tae ness during the year in the company | pating, dividend being the same as for | A. T. & T., the Splawn report at Wash- 
val eing for which the probationary license was| the regular ordinary life policy. The | ington revealed last week. The Sun 
were issued and also business of all kinds| new form will not be issued at ages | Life is more than 50 percent ahead of 
ri placed in other companies during the] above 45 as the company does not write | the next largest holder, A. Iselin & Co. 
Ou the year. Another question would divulge | a term policy to extend beyond age 65. | of New York, which holds 80,175 shares. 
tah Oe the amount of indebtedness to the gen-| Premium rates per unit are: * 2° 
tah who eral agent or company and a portion JOHNSON & HIGGINS AHEAD 
tl i Age Prem. Age Prem. Age Prem. eae 
ee * 
ase i of the form would have to be filled out] 99° $25.55 29..... 900.74 98..... $43.21 The life department of Johnson & 
of by the general agent or manager, giv-| 21..... 25.99 30..... 31.70 39..... 45.22 | Higgins in New York City is 90 percent 
ined * ing his opinion on the applicant's quali- | 32...-. aren ge**** ores ae-**?* 47.39 | ahead of the same period in 1933 in or- 
‘ ae a Se amen Sa - penton oa a —~ a4... 2743 BB00022 3599 4at le: 52.27 | dinary, Gerald A. Eubank, manager of 
.,. : i nts for si ee te? eee 36.55 43..... 54.98 | the department, reports. In addition to 
oe ate suance of a full license would be the | 28--.-. aot) St----- Seae 44.-+.. 57.93 pac Pi the firm — done a very large 
rted i The Great Southern Life of Houston, | Production of an adequate amount of | 93°''': 99°34 37.1: 4134 °°" ”~ | group pension business. 
; Chico Tex, is honored by the fact that Hugh | insurance on an adequate number of 
n behali Me C. Fowler of its Dallas agency received lives during the probationary period. 


ders ac- (™ the trophy in the pid of 4 silver age Would Eliminate Unfit 
igement, Me cup given by the Dallas Association o E ; 
‘ompany life Underwriters to the member that| The committee members feel that Ll a * i 
an audit MM secured the greatest number of appli-| this plan would eliminate the lazy and a i n 4 n a H n 
spended J cations during Financial Independence the unfit who are barely making a liv- a 
1¢ com: ME Week. Mr. Fowler wrote 30. He was| img and would be much better off in 
1menda- J in competition with about 300 agents. | SO™e other line of endeavor, and those 
‘ich the M Vr Fowler has been in the business who know little about the business and 
hout three years. A. C. Raines of Dal- make no effort to learn more about it, 
aa y and are therefore a. menace to active 


las, agency director, calls Mr. Fowler . Lane ae Bone tet 
» 4B A gents and to the institution of life in- 
Office one of the outstanding agents of the) rote in general. 


I 




















fent A state. No objection will be offered to the 

al Life employment of part-time agents in rural 

i i communities too small to support full 

bes Gauss Speaks on time underwriters or to part-time li- 

ne a censes for men new in the business. 

Bi Part Time Agents bon divest 

States Family Maintenance Form 

F which (CONTINUED FROM PAGE 3) The Massachusetts Mutual is issuing 

S = in the business. It is entirely proper | @ family maintenance” policy which is 

‘a that part-time men should serve in| @ combination of ordinary life and 20- we are 
eo towns too small to support full-time | Year term calculated to provide $10 per 

oak. agents; but the state should not be over- month per $1,000 income for 20 years 

- Hall run with ill trained men and I ask the — — == a then $1,000 — - 
2 : ‘ ” ers from family income as 

States cooperation of the general agents to ac-| . : 

vill co- complish this end. I would like to have cons is guaranteed for 20 years for gaining again H 
ho has the association appoint a committee to| death occurring at any time in the first 

trustee study this problem and to make rec- 


Nee BE Semwndations to me in connection WHhiT (oon to Cleveland 


Mail-Order Problem 











“Another annoying problem that we 
hope to solve before long is that of the 
sale of mail-order insurance where there 


An is no resident representative to service 
D Ee nolders. I am heartily agen 
é with the provisions of House Bill 6902, ? , 
00 now pending in Congress, which would For 9,000 days The Midland Mutual Life 
‘ eliminate this evil. Another problem p J dil 4 l d 
that is receiving attention is that of the gaine steadi y in volume an assets. 
d so-called insurance counsellor who is y 
ee ee oe Then came dark days of decline. 
y lic sh eet indivi ‘ 
- Id b th individuals. ‘ 
0 gel gine dagyr Magee And now, for six months new sales have 


straighten them out or else we will re- 

% Voke their licenses. } 

Where an agent is indebted to his 

general agent and then leaves to join 

“ another agency without straightening 

0 out his indebtedness, we will not reli- 

cense him until his debt is squared or 

We find the claim of the agency against 
a, M is unjustified.” 

# A discussion of the part-time agent 


ai e ia 
Happy days are here again. 
Problem followed the commissioner’s 
address and a committee headed by C. 


| cee \40 || “THE MIDLAND MUTUAL 
ge RENE P. MANKS LIFE INSURANCE COMPANY 


7 ae mg Mutual, was appointed to Rog P. — general agent of the 

udy the problem and make recom-| Penn Mutual Life at Denver, migrates 
mendations to the commissioner. to the east and takes the important COLUMBUS, OHIO 
€ committee has decided to recom- | Cleveland general agency. He is held in 


mend to the commissioner the creation | high esteem by all who know him. 


increased and gained steadily in volume 
and momentum, while lapses and loans 
declined. 












































THE NATIONAL UNDERWRITER 











NET INCREASE 
Insurance in Force 
one of few companies to show 
an increase $2,363,000.00 


TOTAL in FORCE 
$115,048,145.00 


$1.20 of ASSETS for every $1.00 
of Liabilities 


PAID POLICYHOLDERS 
Living—$1,093,672.00 
Beneficiaries—$583,875.00 
TOTAL—$1,677,547.00 
Almost twice as much paid liv- 
ing policyholders as in claims 


INTEREST EARNED 
(Almost 5% average) 
$696,014.00 
More by $112,139.00 than amount 
necessary to pay all death claims 


SURPLUS TO POLICYHOLDERS 
more than ample to care for 
all contingencies 
$2,443,791.00 


TOTAL ASSETS 
largest in company’s history 
$14,860,977.00 


FARM MORTGAGES 
less than 1% of assets 


REAL ESTATE 
less than 8% of assets 


GOVERNMENT and Municipal 
Investments Increased $234,294.00 


NO MONEY BORROWED 
Reserves were increased and all 
claims and obligations paid 
without borrowing. 


In last report the Insurance Departments 
of Kentucky, Florida and Tennessee state: 
“company is in excellent financial con- 
dition—has grown consistently—manage- 
ment practically unchanged since organ- 
ization—its affairs are well and honestly 
managed — policyholders have complete 
protection.” 


The Commonwealth Life, rated “A” by 
Alfred M. Best Co., is “tried and true.” 
We will gladly send you a copy of our 
complete financial statement. 


I. Smith Homans, Vice-President 


COMMONWEALTH 
LIFE INSURANCE CO. 
LOUISVILLE-, KY 








Agents Afraid of 
Large Premiums 





(CONTINUED FROM PAGE 1) 


in New York, a specialist has it laid on 
the line before he goes out on a case. 
I don’t mean by that that there aren’t 
plenty of specialists who do a lot of 
charitable work. There are. But their 
compensation is both high and certain, 
and therefore they qualify under this 
heading. And, if you gain the confi- 
dence of a man like that, you will find 
him a fine loyal client. 

“I do not mean by this for you to 
get the idea that I believe general prac- 
titioners are not a good class of pros- 
pects or that there are not real needs 
to be covered in their field. But gen- 
erally speaking they have taken a beat- 
ing. They are busier than they’ve ever 
been—but they are not being paid in 
proportion. Most people who are de- 
linquent in paying their family doctor, 
can not take advantage of the specialist 
because he won’t let them. 

“There is one good sales idea, how- 
ever, which comes from Malcolm Adam, 
of my company, and which I believe you 
will find sound. Where a doctor has 
bills of several years outstanding you 
can say this: “Doctor, you have out- 
standing bills of blank dollars. That’s 
so, isn’t it? Well, how many of them 
can you honestly count on for payment 
over the next five years—About half? 
However, if anything happened to you 
in the meantime, it would be next to im- 
possible for your estate to collect these 
bills, wouldn’t it? Well, here’s a plan 
that will guarantee at least half of those 
outstandings, should you upset the mor- 
tality table within the next five years, 
at a very nominal cost to you—about 
1 percent actually.’ Of course, I mean 
5 year term. 

“Corporation counsel are generally 
under a fat retainer. In some cases, 
they have a practice aside from their 
corporation work, which brings them in 
a substantial income. These men are 
shrewd and ‘able—excellent prospects 
for deferred annuities, the income to 
start at the time their activities cease. 
“These are just a few of the sources 
of business open to us today. Person- 
ally, I find the best approach one based 
on income needs, or the trusteeing of 
funds either with the insurance compan- 
ies or trust companies to produce in- 
come. I believe in attempts to close on 
first interview; for the examination, at 
any rate. I believe that if you have the 
ability to generate confidence in the first 
interview by knowing your stuff, you 
are in the driver’s seat. Therefore, I 
implicitly believe in planned sales talks. 
There is nothing that will give you that 
feeling so much as the conviction that 
you know exactly what you are going 
to say when you Say it.” 


Oppose Bank Insurance Bill 


ALBANY, April 12.—During the 
hearing on the bill to permit savings 
banks to establish life insurance depart- 
ments, Paul Albright, secretary New 


said he did not believe many of the 
banks cared to operate under the plan 
because of current economic conditions. 
H. S. Weaver, Life Insurance Presi- 
dents Association, declared the bill rep- 
resents a form of state subsidizing and 
objected to the more favorable condi- 
tions under which savings banks would 
be able to operate under the measure, 
compared with life companies. He also 
declared that savings banks would ad- 
vertise their assets as banks in order 
to gain business, which would lead the 
public to believe that such assets were 
behind the policies. Others who ap- 
peared against the bill were C. G. Tay- 
lor, third vice-president Metropolitan 
Life; Ray Murphy, vice-president Equi- 
table Life of New York; Alfred Hurrell, 
vice-president and general counsel Pru- 
dential; C. D. Connell, New York State 
Life Underwriters Association, and 
Henry Moir, president United States 








York State Savings Bank Association, | 


| Tries to Reopen 
Secret Contract 


(CONTINUED FROM PAGE 3) 


It is charged that the resolution was 
passed solely for effect as the reinsurance 
had already been determined on and 
there were never any negotiations in 
good faith. The written contract was 
entered into under date of May 23, 1932. 
The cross petition alleges that those tak- 
ing part knew it was void as to creditors 
and that unless further action was taken 
it could be set aside. Therefore, acting 
in concert through E. R. Elliott and Lee 
D. Mathias, attorneys, the Pacific States 
filed the bill of complaint and immedi- 
ately proceeded to enter a consent de- 
cree. 

According to the cross petition, it was 
represented to the court by E. R. Elliott, 
representing both companies, that the 
contract was for the benefit of all policy- 
holders of the Chicago National and that 
Elliott acted as solicitor for the Pacific 
States while he was also a director of the 
Chicago National. It is charged these 
representations were made to induce the 
court to enter the decree and that the 
decree was fraudulent as to creditors. It 
is charged that the bill of complaint was 
not filed or the decree obtained in good 
faith, but in pursuance of a fraudulent 
plan to secure the assets. It is charged 
that pursuant to the fraudulent design, 
Director Leo H. Lowe of the depart- 
ment of trade and commerce of Illinois 
was required to approve the contract 
within three days after receiving a cer- 
tified copy of the decree. 

The cross petition asks that a receiver 
be appointed to wind up and dissolve the 
Chicago National, to enforce liability 
against stockholders and to distribute the 
assets pro rata among those entitled to 
it. It is charged there are $400,000 in 
death claims unpaid. 


Quite a Bit of Cash 


The cross petition alleges that the Pa- 
cific States received $80,785 in cash from 
the Chicago National assets between the 
date of the reinsurance and Dec. 31, 1932. 
In 1933 it is alleged to have received 
$35,970 and in February, 1934, $4,775, a 
total of $121,531. Apparently this cash 
came mainly from the payment of mort- 
gages. 

Among the assets taken over was $500 
in cash and a long list of deposits in 
banks, totaling $40,515. The mortgages 
and real estate taken over are listed, with 
their nominal value. In addition the Pa- 
cific States obtained mortgages that had 
been held by the National Surety as 
collateral in appeal cases. 

The Indiana deposit was $259,308 and 
the Illinois deposit $133,293. It is under- 
stood the Illinois deposit is now in the 
hands of the receiver, or should be. 

One of the points ofthe cross petition 
is the difference of $182,233 between the 
trial balance of March 31, 1932, and that 
of June 15. A discovery to reveal this 
discrepancy is asked. 


Alleged Juggling of Commissions 


It is alleged that the minutes of the 
meeting of May 9, 1932, show accrued 
commissions of several hundred thou- 
sand dollars due the U. S. General 
Agency and that these accrued commis- 
sions are used as the excuse for giving 
$100,000 in mortgages and 2% percent 
commission on renewals. It is charged 
the actual accrued commissions at that 
time were $9,172, and that it was a fraud 
for Whitmer and the U. S. General 
Agency to withdraw anything on account 
of such commissions. 

It is also charged that the Illinois Na- 
tional Underwriters controlled the stock 
and took out $118,118. It is alleged the 
Illinois National Underwriters is con- 
ducted by A. L. Whitmer. 

Another deal attacked is on a loan of 
$40,000 owed by the Chicago National to 
the Kaspar American State Bank. It 
is alleged that by arrangement of the 
Chicago National, the Pacific States and 
Tilinois National Underwriters, the Pa- 
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cific States paid the loan and took down 


“And I suppose the usual com- 
bs Md 9 
missions: 


“No here’s the big point, my con- 
tract with the Continental Amer- 
ican assures me a RETIRE- 
MENT INCOME. In 
words my efforts now are going 


other 


to automatically take care of me 
in old age.” 


If you are looking ahead and plan- 
ning for the years to come, you 
owe it to yourself to read this 
booklet, "An Extra Reward." Send 
for it today. 





Wilmington--Delaware 


For Agency Matters Address 
GEORGE A. MARTIN, Vice-President 
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the collateral of $126,000. An account- 
ing of the difference of $86,000 is de- 
manded. 

On June 15, 1932, there was a credit 
to the Illinois National Underwriters of 
$35,728, dating back to July 31, 1923, on 
the purchase of the Gary National Life. 
It is alleged that this credit is fictitious. 


What New Suit Asks 


The prayer of the cross petition is that 
the court vacate the decree of June 3, 
1932, and set aside the reinsurance con- 
tract so far as it affects the creditors of 
the Chicago National; an accounting by 
the Pacific States is demanded. It is 
asked that all property be declared the 
property of the receiver; Lee Mathias is 
asked to surrender a mortgage alleged 
to be in his possession without adequate 
consideration; an accounting is asked of 
the Illinois National Underwriters; it is 
asked that Whitmer be required to ac- 
count for $100,000 accorded him by the 
contract of May 9, 1932, and an account- 
ing of the U. S. General Agency is 
asked. 


100 Percent Lien Ordered 


After the reinsurance became public 
President W. L. Vernon of the Pacific 
States issued a statement declaring that 
the 100 percent lien in the contract was 
temporary until the exact amount of the 
lien could be determined. He said the 
profits on the business and sale of assets 
would be applied to reduce the lien as 
rapidly as possible. President Vernon 
said: “Plans are being completed as rap- 
idly as possible to pay all unpaid death 
claims. Death claims are to be paid in 
full and other liabilities are to be paid 
out of income, assets and profits.” 

The order signed by Judge Allegretti 
on May 8, 1933, recites that the Pacific 
States made the computations for deter- 
mination of the lien under the contract, 
and that these were submitted to Leo 
H. Lowe, director of trade and com- 
merce, without objection and that they 
indicate the establishment of a 100 per- 
cent lien on all reserves, disability re- 
serves, double indemnity reserves, ex- 
tended insurance reserves, paid up policy 
reserves, waiver of premium reserves and 
supplementary contracts of every de- 
scription, and the lien of 100 percent is 
ordered. 


Other Cases Pending 


Besides the Boyle petition, technically 
called a cross-complaint, another petition 
along the same lines, attacking the origi- 
nal decree, has been filed in a case grow- 
ing out of a claim on the death of E. C. 
Pratt. The Pratt claim amounts to $3,- 
800. In addition, Director of Insurance 
Ernest Palmer of Illinois has a petition 
pending for an audit of the Chicago Na- 
tional accounts of the Pacific States. 
The Pacific States has withdrawn from 
Illinois and thus the Illinois department 
needs the aid*of the court if it is to se- 
cure an audit. 

Another case supposed to be related to 
the Chicago National matter is a dam- 
age suit against Director Palmer, 
brought by Attorney Elliott, for alleged 
delay of the director of insurance in li- 
censing the Illinois Mutual Life. This 
is a new company organized under the 
assessment laws. The organizer was 
Frank S. Heilemann, president of the 
Chicago National Life from May 9, 1932. 

Another matter seems to involve the 
General Life of Chicago, an assessment 
company formerly located at Springfield. 
This company was impaired and its case 
was referred to the attorney-general for 
receivership proceedings. However, the 
gma is alleged to have been made 

od. 

The rumor is that the Pacific States, 
not being in an advantageous position 
after withdrawing from the state to col- 
lect the premiums on the old Chicago 
National Life business, may get rid of 
it, either by turning back the contract 
or reinsuring it in the Illinois Mutual 
or the General Life. 

Last year the Illinois department filed 
4 petition for liquidation of the Chicago 
National under the Illinois law and 
Wanted the appointment of H. B. Her- 
Shey as receiver. On the insistence of 











Elliott, G. H. Braasch was appointed 
as coreceiver. This is the same Braasch 
who was an official of the Chicago Na- 
tional after May 9, 1932. 

It is said that the Boyle claim, on 
which the cross-petition is based, was 
largely reinsured in the Lincoln National 
Life. Insurance was collected, before 
the Pacific States secured the Chicago 
National, but the money disappeared. 
Part of the policy was paid but the 
amount still due is $8,750. 


Mutual Benefit Concerns 
Now Moving into Indiana 





Because of fhe action of the Illinois 
insurance department in bringing action 
for liquidation of so many unsound mu- 
tual benefit associations operating in that 
state, the operators of such institutions 
are reported to be transferring their 
scene of activity to Indiana. 

The average age of persons “insured” 
in these mutual benefit concerns is re- 
ported to be 58. The scheme seems to 
be for the promoter to accept any per- 
son, no matter what his or her physical 
condition, provided he has the where- 
withal to pay the premium. The pre- 
miums continue to come in and the 
deaths do not begin in earnest for per- 
haps two or three years. Then after 
three years possibly there will be three 
or four or five deaths within a week or 
two and when the assessments are 
spread, the members decline to pay. 
Then there is a blow-up, the insurance 
department steps in and the operators 
of the mutual benefit kiss the concern 
goodbye, but there are no assets for the 
receiver to administer. The promoter 
immediately starts up another mutual 
benefit and advises the members they do 
not have to pay the assessments of the 
old concern but can start off with a new 
one. 

This system has been overworked in 
Illinois and the insurance department is 
undertaking to clean house. As a result, 
mutual benefits are changing the scene 
of operations to Indiana. 





Sales Reports for March 
Show a Marked Progress 
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ably consider the purchase of life insur- 
ance and the experience of his agency 
indicates that they are now spending 
approximately 25 percent more for new 
insurance than last year. 
* * * 
Members of the John A. Stevenson 
agency of the Penn Mutual Life in 
Philadelphia on April 6 produced 136 


applications for a total of $629,953 in 


business as a_ birthday remembrance 
for Agency Superintendent Clarence K. 
Schonck. 
* * x 
The Iowa field force of the Equitable 
Life of New York wrote $2,986,500 


new paid business during the first quar- 
ter, a gain of $600,000, or more than 
20 percent. 
ager. 


M. C. Nelson is state man- 
xk Ok O* 


A gain of 105 percent in new paid 


business during March is reported by 

the W. E. Lewis agency of the Massa- 

chusetts Mutual Life in Des Moines. 
* x 


The R. E. Olmsted general agency of 


the Penn Mutual in Detroit paid for 
more than three times as much busi- 
ness the first quarter of 1934 as in the 
same period of 1933. 
agency produced more applications and 
paid for more cases than in any month 
since 
agency in July, 1993. 

* 


In March the 


Mr. Olmsted took over the 


Pa 


The Kansas City, Mo., agency of the 
Union Central Life under J. C. Benson 
reports a gain of 46 percent for the first 
quarter. 

* Ok 


A total of $13,696,171 in life insur- 








ance was contracted for in the Pitts- 
burgh district during financial independ- 
ence week, according to H. L. Andrews, 
executive secretary of the Pittsburgh 
Life Life Underwriters Association. Or- 
dinary life amounted to $8,011,673; an- 
nuities $1,625,898 and group and salary 
savings, $4,058,600. 
*x * * 

The O. Sam Cummings agency of the 
Kansas City Life in Texas has pro- 
duced more in the first three months 
of 1934 than in any similar period in 
19 years, has produced the largest num- 
ber of applications, and the largest num- 
ber of men in that period submitted 
business. March was the largest month 
in the agency’s history with $3,366,600. 

ok ok * 


The Kansas. City, Mo., division of 
the A. M. Embry agency of the Equit- 
able of New York has just completed a 
three-months’ campaign between its 
forces, half of which were lined up 
under the banner of Martin Ismert, the 
other half under Fred Deichmann. The 
results were, in paid business, Ismert— 
$797,000, and Deichmann—$719,500. The 








total is the largest amount the Kansas 
City division has paid for in any three 
month period in three years. The en- 
tire agency paid for a million more in 
the three months than a year ago. Pro- 
duction was $4,079,661 for the quarter, 
$1,542,000 in March. 
* & * 

The Edward A. Woods agency of the 
Equitable Life of New York reported a 
bigger increase in business in March 
than in January or February, the 1,518 
applications written in March represent- 
ing a volume of $5,861,403 of new insur- 
ance, a gain of 33 percent in volume and 
30 percent in applications. During the 
first quarter the agency wrote 3,951 
cases for a volume of $12,863,812, in ad- 
dition to group insurance of $8,322,500. 
Business for the period represents a 
volume gain of 12 percent and an ap- 
plication increase of 18 percent. 


A 23 percent increase in business for 
the first quarter of 1934 is reported by 
the Claude Fisher agency of the Con- 
necticut Mutual Life in Des Moines at 
a special spring sales meeting. 
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Nothing to Do But Sell 


H. J. KiIincier, vice-president and gen- 
eral sales manager of the CHEVROLET Mo- 
TOR COMPANY, in an address to his sales- 
men the other day took the portfolio of 
one of his listeners, held it aloft and 
said that he would like to tear up the 
contents and throw them away. Evi- 
dently eliciting a favorable answer the 
men pulled out their sales literature, 
Statistics, etc., and the air was full of 
flying pages. Mr. KiIncLER as he threw 
the empty binders in a far corner and 
saw the records and reports cluttering 
the floor said, “That’s all. You can 
forget it. From now on you are sales- 
men with nothing to do but sell.” 

While this may have been showman- 
ship, yet back of it all there was a 
sound suggestion. We do not believe 


Opportunity 


The address of Prof. Crirron R. HALi 
of Princeton University on “The His- 
torical Background of the New Deal” 
has implications of interest to life in- 
surance. Professor Hatt states that a 
fundamental problem of human society 
has always been how to reconcile its 
two greatest needs, the need of oppor- 
tunity and the need of security. After 
tracing the ascendancy of the idea of 
opportunity in the past and the conver- 
sion of opportunity into privilege, result- 
ing in a movement towards recogniz- 
ing the responsibility to the individual 
in the administration of Theodore 
Roosevelt and in the early part of the 
administration of Wilson, interrupted by 


that Mr. KLINGLeR intended to eliminate 
all sales helps because if he did that 
would be foolishly destructive. The 
trouble is that many salesmen are 
simply overwhelmed with so-called edu- 
cational material that is thrust upon 
them and which they are urged to read. 
A lot of it is impractical and theoretical. 
A great deal of it is cultural although 
very good in its line. What Mr. Ki1nc- 
LER evidently endeavored to demonstrate 
was the fact that salesmen might rely 
too much on their portfolios rather than 
on their human instincts and sales qual- 
ities. He probably believed there was 
too much canned talk, too much statis- 
tics, too much theory and not enough 
good, sound common sense. The test 
in sales work is sales. 


to Be Secure 


the war and followed by the boom which 
“was based on an ecstatic response to 
opportunity—opportunity to get rich,” 
Professor Hatt closes with the state- 
ment: “The more complicated and spe- 
cialized society becomes, the greater will 
be the emphasis on security. Oppor- 
tunity will mean the opportunity to be 
secure. Nowadays there is no security 
at all in the democratic sense. This 
democratic security is what the times are 
demanding. It is the expected fruit 
of the new deal.” 

Certainly, life insurance, which offers 
the greatest opportunity for security, 
is in step with the new deal. It is a 
pioneer in giving security. 


Two Excellent Slogans 


Rosert R. Rep, leading producer of 
the NorTHWESTERN Mutuat Lire in Chi- 
cago, has two slogans that he brings to 
the surface whenever he has an opportun- 
ity in order to help his fellows along. 
We repeat them: “Cash in on your mis- 
fortunes,” and “On to the next.” Mr. 
Rep does not look upon defeat, misfor- 
tune or a mistake as something de- 
structive. Out of all these experiences 
he gathers a lesson for successful 


achievement later on. Misfortune, he 
feels, is a great disciplinary measure. 
Therefore he does not count these epi- 
sodes in life as a total loss. He cre- 
ates assets out of them. When he is 
through with one duty, whether he has 
gained his end or not, he goes on to 
the next one. He does not brood over 


the past. He always keeps going, mov- 
ing on. He sells by seeing more peo- 
ple. 


——e 


PERSONAL SIDE OF BUSINESS 





J. F. Rogers, district manager for 
the John Hancock Mutual Life in Wal- 
tham, Mass., is president of the Rotary 
Club there. The club recently gave 
special recognition to President Rogers 
in honor of the 39th anniversary of his 
connection with the John Hancock. 


Dr. Ross Huston, . medical director of 
the Bankers Life of Des Moines, has 
returned to work after a leave of ab- 
sence taken to recover his health. Sev- 
eral months of his leave were spent in 
California. The return trip was made 
by automobile via Arizona and Kan- 
sas. 


Miss M. A. Williams, agency cash- 
ier, of the Lincoln office of the Bank- 
ers Life of Des Moines, has never 
taken a day off on account of illness 
since she first joined the company in 
June, 1918, During that time Miss Wil- 
liams has worked in three Bankers Life 
agencies, at Denver, Huntington, W. 
Va., and Lincoln. 


Arthur Finley, 59, well known life 
broker of San Francisco, formerly joint 
manager of the Penn Mutual in that 
city with J. B. Duryea and more re- 
cently associated principally with the 
Prudential, Mutual Life and Pacific 
Mutual, was killed when the automobile 
which he was driving went over an em- 
bankment. Mr. Finley was one of the 
largest personal writers in the city. He 
went to San Francisco in 1918 from 
Seattle with Mr. Duryea. 

Fred C. Groos, who was confined to 
his bed ten months of 1932 and 1933 
and who is still partly disabled phy- 
sically by a bad foot, continues one of 
the leading producers of the Weider- 
mann agency of the Union Central Life 
in San Antonio, Tex. In 1933, he paid 
for $219,000 and in 1934 is second on 
the list of producers. 


C. C. Slaughter, president of the 
Southern Old Line Life of Dallas, who 
was once accustomed to riding the hur- 
ricane deck of a Texas broncho, while 
attending the recent cattlemen’s con- 
vention in San Antonio stated that he 
found business much improved and the 
representatives of his company optimis- 
tic as to the future. His company is 
increasing its capital and he says all of 
the stock is being placed with those 
who are now stockholders and have 
been since the first sale of stock was 
completed. 


Harry M. Clark of Albany, N. Y.,, 
manager for the Connecticut General 
Life in eastern New York, has been 
made president of the Albany chamber 
of commerce. He has been active in 
civic organizations, serving last year as 
head of the Albany Kiwanis Club. He 
is a director of the Y. M. C. A. Re- 
cently he observed the 20th anniversary 
of ‘~ service with the Connecticut Gen- 
eral. 


Louis Lipsitz of the California-West- 
ern States Life agency at Houston, 
Tex., is celebrating the fourth anniver- 
sary as a member of that organization. 
J. R. Phillips is agency manager and 
all in the Houston agency are proud 
of Mr. Lipsitz’ record. 


O. D. Pritchard, assistant manager 
Union Central Life, Indianapolis, spoke 
to the advertising club of Indianapolis 
on “Merchandising and _ Intangibles,” 
taking the place of H. G. Kenagy of the 
Life Insurance Sales Research Bureau, 
who was unable to appear. 


Arthur F. Hall, president of the Lin- 
coln National Life of Fort Wayne, has 
been named chairman of the Federal 
Emergency Relief Association for one 
of the northern sections in Indiana. No 








life insurance executive has given more 
freely of his time, thought, and _ energy 
to local, state, and national 2 of 
a worthy character than Mr. Hall. 


J. H. Edwards of Sedan, former 
president of the Kansas Life, has an. 
nounced his candidacy for the Demo. 
cratic nomination for superintendent of 
insurance of Kansas. 


Dr. L. A. Warren, director of the Lin- 
coln National Life’s Lincoln museum, 
underwent an emergency operation for 
appendicitis recently. He is now re- 
covering nicely and plans to be back at 
his work in a short time. 


M. J. Turkington, assistant secretary 
in the group insurance division of the 
Aetna Life, died in Hartford after an 
operation to relieve pressure on the 
brain caused by a fractured skull the 
preceding day when he slipped on the 
floor. The accident took place on his 
36th birthday, a day after the burial of 
his mother. Mr. Turkington joined the 
Aetna 18 years ago, and was promoted 
to his present position in the spring of 
1931. 


Henry F. Tyrrell, legislative counsel 
of Northwestern Mutual Life, has left 
for his annual spring vacation at Ashe- 
ville, N. C. 


The silver anniversary of the connec- 
tion of Carl F. Wetzel, Cleveland gen- 
eral agent with the Ohio National Life, 
was celebrated with a dinner. W. G. 
Preston, Jr., and R. E. Morgan from the 
home office were in attendance. 


Miss Chlo, Peterson, publicity direc- 
tor Business Men’s Assurance, is chair- 
man of the annual “Ladies’ Day” pro- 
gram of the Kansas City Advertising 
Club, April 16. 


D. Sharpe, treasurer American Sav- 
ings Life of Kansas City, has returned 
to his office after an illness of several 
months. Mr. Sharpe suffered an attack 
of pneumonia and complications devel- 
oped which had kept him confined since 
Dec. 10. 


Mrs. Kate E. Harvey Sarver, wife of 
John M. Sarver, former president of the 
Ohio State Life and now chairman of 
the board, died of heart trouble at her 
home in Columbus. She had been ill 
two years. Mrs. Joseph K. Bye, wife of 
the secretary-treasurer of Ohio State 
Life, is a sister of Mrs. Sarver. 


E. S. Albritton, Chicago.general agent 
of the Provident Mutual Life, has been 
appointed chairman of the alumni day 
committee of Northwestern University 
of Evanston, Ill. Mr. Albritton grad- 
uated from Hortinvestorn in 1907. 


R. HH: Kes; smaneget for eastern 
Michigan for the State Life of Indiana 
at Detroit, has returned from a two 
months’ sojourn in Florida. He found 
the business outlook exceptionally g 
in the southern states, and made stops 
at several of the company’s leading 
agencies while en bein home. 


Phoenix, Ariz., agents of the Mutual 
Life of New York honored B. J. Pixley 
recently at a dinner in recognition of 
Mr. Pixley’s having led all of the 8,000 
agents of the Mutual Life in the number 
of policies written and delivered in Feb- 
ruary. This is the second time in the 
past three years that Mr. Pixley has won 
this national honor. Fred Joyce, agency 
manager; Ben Owen, agency organizef, 
and others gave short talks. 


George Dawson, assistant agency 
manager of the Monarch Life in Chi- 
cago, and mid-west amateur golf cham- 
pion, retained his title at the annua 





tournament at French Lick, Ind. 
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NEWS OF THE COMPANIES 








General Improvement Seen 





Union Central Life Shows an Increase 
All Along the Line During 
First Three Months 





Decided improvement in general busi- 
ness conditions is indicated in the report 
of the Union Central Life which showed 
an 18 percent increase in paid-for busi- 
ness for the first quarter. Fifty agen- 
cies, representing all sections, shared in 
the increased business. March sales 
were 35 percent greater than March, 
1933, while the month’s volume reached 
the highest mark since November, 1932. 


Leaders in the Company 


York, and J. M. Woodhouse, Boston, 
agencies reported substantial gains for 
the first three months. The J. P. De- 
vine, Cincinnati, and H. A. Zischke, 
Chicago, agencies recorded gains of 19 
and 62 percent respectively, showing 
that the middle-west is not lagging be- 
hind in general economic recovery. 

From Atlanta the T. H. Daniel 
agency reported a 14 percent gain for 
the month, while the M. E. Brooks 
Memphis office showed a 34 percent im- 
provement for the quarter. 

Seattle, Spokane and Portland ac- 
counted for the northwest with favor- 
able reports, while the Mark S. True- 
blood Los Angeles agency, with in- 
creased sales reaching the 68 percent 
mark, completed the Pacific Coast sur- 
vey. 

Other agencies located in significant 
points, Minneapolis, Kansas City, San 
Antonio, Houston, Burlington, Vt., and 
Portland, Me., also contributed in the 
increase. 

J. C. Sebastian of Cincinnati, who ob- 








served the depression by selling $2,500,- 
000 since 1930, led the field force in 
March production. He sold 13 cases for 
$263,000 last month and installed himself 
as an agent who is writing at the rate 
of $1,000,000 for 1934. 

Three other members of the $1,000,000 
group who were leaders in March are 
. F. Shanahan, Chicago; Herman 
Stark, New York, and E. E. Silver, Bos- 
ton. Mr. Shanahan sold 13 policies for 
$200,000, while Mr. Stark reached $177,- 
000 and Mr. Silver $128,394. D. H. 
Ward, also of New York, finished 
among the leaders with a production 
of $154,000. 


| Provident L.&A. Has Big Gain 
In the east, the C. B. Knight, New 





March Sales Increase 135 Percent—New 
Production Records Set—More 
Business in Force 





CHATTANOOGA, TENN,., April 12. 
—With a 135 percent gain over the cor- 
responding month of 1933, and 136 per- 
cent gain over February, March produc- 
tion of new ordinary life and accident 
and health insurance set a new high 
record for the Provident Life & Acci- 
dent. Paid business for the quarter 
gained 76 percent. Many of the com- 
pany’s life production records were 
broken in March. The week of March 
25 turned out to be the largest week 
in its history for submitted business, 
and March 31 was the largest day. The 
close of the month showed the largest 
amount of life insurance in force since 
the life department was founded in 1917. 
More ordinary life insurance policies 
were issued in March than ever be- 
fore in history. 

To the many new agencies established 


{OTHE NSSETS cence ™ 








Life Assurance is the Backlog 
of the Home! 


You know—the timber at the back of the 
fireplace, against which the lighter fuel is 
piled and the fire is built—reflecting and in- 
creasing the comfort of the blaze—holding 
and radiating welcome heat when other fuel 
has been consumed. The backlog is what must 
first be secured. It remains when everything 
else disappears. 


That is what the soundest financiers call 
life assurance — a Backlog! Bonds, mort- 
gages, stocks, savings, building and loan 
shares—all desirable—but secondary. By life 
assurance an estate can be created outright. 
It is unaffected by market fluctuations. It is 
impregnable. In the Sun Life of Canada, 
life assurance is not only a sure bulwark 
against death or disability—it is a profitable 
form of investment. 


There is a Sun Life policy suited to every requirement. 


SUN LIFE ASSURANCE 
COMPANY OF CANADA 


HEAD OFFICE MONTREAL 
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Reputation is what others think of us, charac- 
ter is what we really are, and he who sacri- 
fices character to uphold reputation builds but 
upon shifting sands. Institutions, like indi- 
viduals, have both reputation and character 
and, while reputation may spell temporary 
financial success for the organization, it is 
character which will determine the ultimate 
well-being of its members. 


Character, in an institution, implies lofty ideals 
unflinchingly pursued; the habit of doing just 
a little more than the letter of the contract 
guarantees; observance of the principle that 
service can surpass sheer duty; tolerance 
toward the frailties of human nature combined 
with knowledge that the rights of one terminate 
where another’s begin; an integrity to purpose 
that stands firm against the attacks of greed, 
false ambition, and unjust prejudice; a belief 
in the eternal necessity for fair play. 


Character is the philosopher’s stone that trans- 
mutes the commonplace dross of business deal- 
ing into golden nuggets of pleasant asso- 
ciation. 


°° 


Ama oras= 














AMERICAN CENTRAL LIFE 


INSURANCE COMPANY 
INDIANAPOLIS INDIANA 

















MUTUAL TRUST 


LIFE INSURANCE, © COMPANY 
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“aS FAITHFUL _~ FAITHFUL 


FULL LEVEL PREMIUM COMPANY HAS 
GENERAL AGENCY OPENINGS 


One in each of the following states: 


Massachusetts Ohio 
Maine Michigan 
Illinois lowa 
Wisconsin Nebraska 


A purely mutual full level premium: 3!/>% low net cost 
company, with highest rating and with one continuous 
management throughout its entire history of twenty-nine 
years, 


Men who believe they have general agency qualifications 
may obtain full particulars by addressing the Agency 
Department. 











since the first of the year is given the 
credit for much of the gain made. It 
is announced that more successful ap- 
pointments have been made to the field 
force in the quarter just closed than in 
the past three years. 

The group department, writing dis- 
ability coverage, made the largest gross 
premium collection in March which has 
been recorded since the days of 1928-29 
and set a new high mark for collection 
gain in a single month.’ The new writ- 
ings of the personal accident and health 
department for March were 35 percent 
greater than for March, 1933, and the 
new business was the greatest since 
1929. In the railroad installment de- 
partment, the writings for March were 
the largest since 1929. 


Liquidating Agent Named 

The Nebraska department has named 
F. E. Mockett of Lincoln as liquidation 
agent for the National Old Line Life 
and Indemnity Company of America, 
operated for years by Rees Wilkinson 
and associates. The district court re- 
cently adjudged the companies insolvent. 
Mr. Mockett is a veteran life insurance 
man, and for several years has been spe- 
cial agent of the Aetna Life. 


Merger Rumors Unfounded 


SAN FRANCISCO, April 12.—Vic- 
tor Etienne, Jr., president of the West 
Coast Life of San Francisco, has issued 
a statement to the agency organization 
that current rumors of a merger with 
another company are erroneous. Mr. 
Etienne says the company’s name has 
been linked with negotiations for sale 
or merger with the Occidental Life and 
he states no such plan is under consid- 
eration but that, on the contrary, the 
West Coast Life desires to continue as 
an independent concern. 


Mutual Old Line’s Figures 


A mistake was made in listing the 
amount of insurance in force of the Mu- 
tual Old Line of Des Moines. Presi- 
dent D. E. Alldredge gives the correct 
amount as $736,105. The insurance in 
force the year before was $665,159. 














Object to the Merger 


Minority stockholders in the North- 
land Life of St. Paul are opposing the 
project to merge with the Modern Life 
of that city. J. B. Rickard of Duluth, 
representing the minority stockholders, 
objected to the deal. Niels Nissen, 


leader of the minority group, said thy 
the control of the Northland had bee 
obtained “in an underhanded way.” Thy 
Northland only has about $250,000 jp. 
surance in force. The Minnesota insyy. 
ance department is conducting an jp. 
vestigation. 


National Assurance Writes Life 


LINCOLN, NEB., April 12.—Pre;i. 
dent G. L, Waters announces that th 
National Assurance, successor to the 
National Accident, is actively engaged 
in writing life insurance in addition t 
health and accident, with L. L. Waters 
secretary-treasurer and actuary, L. VW. 
Harlan, agency supervisor, and E, 
Theno in charge of endowment saving; 
department. Increased capital require. 
ments have been secured through the 
sale of investment bonds. All forms of 
participating and non-participating poli. 
cies, with disability riders, will be sold, 
with special emphasis laid upon a special 
endowment savings contract for which 
a copyright has been asked. 


London Life’s Jubilee Broadcast 


An all-Canadian broadcast sponsored 








brate its diamond jubilee, was carried 
to all parts of Canada through the most 
extensive hook-up that has ever been 
used in the Dominion. 


Resume St. Louis Trial 


ST. LOUIS, April 12.—The trial of 
Superintendent R. E. O’Malley’s suit to 
dissolve the Continental Life of St. 
Louis was resumed before Circuit 
Judge Ryan on Monday, April 9. 
There is a chance that the hearing may 
be terminated this week, but the in- 
terested attorneys are not absolutely 
certain on that point. It is believed that 
Judge Ryan will waste very little time 
in anouncing his decision once the case 
is submitted to him. 

The case entered the final stage Wed- 
nesday with the opening of rebuttal 
testimony for the defense. 








Stage Readjustment Campaign 


The Ohio State Life is staging a read- 
justment campaign April 9-21 to read- 
just prospects and sales methods. Spe- 
cial attention is to be given to salary 
continuance insurance and retirement in- 
come bonds. Special awards will be 





given to leaders. 








AMONG COMPANY MEN 





Sun Life of Canada Shifts 


President Wood Makes Important An- 
nouncement of Promotions in the 
Cc Pp ny’s Per 1 











President A. B. Wood of the Sun Life 
of Montreal announces some changes in 
the personnel. J. J. Cooper, associate 
actuary, is appointed controller. J. A. 
Clague, assistant controller, is made 
chief accountant. R. A. Taylor becomes 
assistant controller; H. P. Thornton, 
associate treasurer; J. W. Brown and 
G. R. MacKay, assistant treasurers. 
E. L. Earl is appointed assistant sec- 
retary and superintendent of claims. R. 
D. Taylor is made assistant superin- 
tendent of claims; A. M. Campbell, 
F. J. Conningham and A. A. Tousaw 
assistant actuaries. J. A. McAllister, 
V. B. Harris, C. H. Heyl, G. T. Bryson, 
R. C. Grant and M. Macaulay, inspec- 
tors of agencies, are appointed assistant 
superintendents. W. C. McIntosh of the 
London, England, office, becomes super- 
visor of agencies in the British depart- 
ment, 





Has Charge of Renewals 





Frank O’Brien has been placed in 

















charge of the renewal department of the 





Federal Reserve Life. He had been en- 
gaged in credit, collections and _ office 
management work for 18 years. 





Pease in Home Office Post 


George Pease, formerly with the 
Harry Stanley general agency of the 
Equitable of Iowa at Wichita, Kan, 
has been called to the home office at 
Des Moines, where he has charge ° 
the company’s magazine, “The Equ 
owa,” and of educational work. 





H. S. Robinson General Manager 


H. S. Robinson has been appointed 
general manager of the Western Em- 
pire Life of Winnipeg. For three yeats 
he has been Manitoba branch manage 
for the Excelsior Life. 


May Divide Florida Territory 

W. F. Hanselman, superintendent of 
agencies of the Union Central Life, is 
Florida looking over the field followings 
the death of State Manager C. H. Roy- 
alty of Jacksonville. The company may 
break up the state into three districts 
with headquarters at Jacksonvillt 
Tampa and Miami. P. F. Bond, son-ii- 
law of Mr. Royalty, is at present ™ 
charge of the Jacksonville office as a 
sistant manager. 








by the London Life April 10 to cele. 
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NEWS ABOUT LIFE POLICIES 





New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 
Policy Literature, Rate Books, etc. Supplementing the ‘‘Unique Manual- 


Digest” and “‘Little Gem,”” Published Annually in May and March 
PRICE, $5.00 and $2.00 respectively. 


respectively. 





Equitable Has Family Income 





Contract Differs from Others of Type 


in Arrangement as to 
Dependency Period 





The family income policy put on the 
market by the Equitable of New York 
is based on the assumption there will 
be no necessity for continuing monthly 
income to dependents beyond the time 
when the policyholder would attain age 
65. The family income period, there- 
fore, has been arranged so that it will 
expire in all cases by that time. The 
90 year dependency period runs issue 
from ages 21-45, 15 years from 46-50 
and ten years from 51-55. Thus only 
one family income period is available 
for any age at issue. 

In other respects the policy is simi- 
lar to those issued by many companies. 
It is participating at and after the end 
of the second year. During family in- 
come period, cash and loan values are 
slightly smaller than values under ordi- 
nary life. There is privilege to discon- 
tinue monthly income benefit at any 
time and change without medical reex- 
amination to ordinary life plan at slight 
difference in cost due to the difference in 
reserve, premiums thereafter being re- 
duced to those for ordinary life at orig- 
inal age at issue. Disability waiver or 
additional indemnity provisions in force 
in the family income policy may be con- 
tinued in case of such change. 


Limits Which Are Applicable 


The policy is restricted to standard 
jives between insurance ages 21-55 in- 
clusive, to men and _ self-supporting 
women, up to one-half the limits for 
life plan, counting the face amount to- 
ward such limits, but in no event for a 
maximum face amount over $100,000. 
Existing term insurance will reduce 
maximum amount available. The mini- 
taum which will be sold is $2,000. The 
Equitable’s illustrations in the rate- 





book are on the basis of $10,000. Pre- 
mium rates and cash values, 5th, 10th, 
15th and 20th years, are presented be- 
low per $1,000 of insurance: 

Cash or _ 


Age Prem. 5 10 5 20 

(|) Re $23.97 $19 $60 $116 $119 
, it 24.47 20 63 121 206 
Minas c x 24.98 21 66 126 214 
Beeiwe ie 25.52 23 70 132 222 
| 26.09 24 73 138 230 
. See 26.69 26 7q7 144 239 
, | eee 27.33 27 81 150 247 
(eer 28.01 29 85 156 256 
.. See 28.73 30 90 163 266 





Lincoln National Life 

Gffective June 1, the Lincoln National 
Life has announced that no policy for 
less than $2,000 will be issued under the 
salary savings system. It applies to ex- 
isting franchises as well as those ob- 
tained after that date. This minimum 
policy rule is effective in all states, in- 
cluding Missouri and Washington. Mini- 
mum amounts on special forms follow 
regular company ruling and remain un- 
changed. 





Life of Virginia 
The Life Insurance Company of Vir- 
ginia, Richmond, Va., has increased its 
annuity rates by adopting the so-called 
standard schedule. Its rates on elective 
annuities that went into effect last July 
are not changed. 








NEWS OF LIFE 


ASSOCIATIONS 





Sales Congress in Chicago 





Nationally Known Life Insuronce Men, 
Director Palmer of Illinois, on 
Program April 19 





Six nationally known speakers will be 
on the program of the Chicago associa- 
tion’s sales congress to be held in the 
Hotel Sherman all day April 19, among 
them being Prof. W. B. Bailey, econ- 
omist, Travelers, and J. S. Maryman of 
the Aetna Life, Little Rock. Dr. Bailey 
will talk on “Is Sales Resistance in Life 
Insurance Increasing?” and Mr. Mary- 
man on “Just an Agent.” Dr. Bailey is 
Tecognized as one of the leading econ- 
omists in this country, a noted lecturer 
and author of many books. 

Mr. Maryman is a practical life sales- 
Man whose talks are full of common 
Sense and selling ideas. He has been in 
life insurance since 1916, save for war 
Service, and since 1919 has averaged 
More than $1,000,000 annually in paid 
Production, his top year being $2,500,000. 
He led all Arkansas agents in paid bust- 
ness since 1919 and never has missed 
getting at least one application a week. 

€ Is past president of the Little Rock 
association. 

Insurance Director Palmer of Illinois 
uso will address the congress. 

Other speakers scheduled are F. M. 








See, general agent, New England Mutual, 
St. Louis; W. S. Smith, Massachusetts 
Mutual, St. Louis, and Manuel Camps, Jr., 
Penn Mutual, Boston. Mr. See is well 
known for his many talks at life insur- 
ance meetings, and for having set a rec- 
ord in October, 1924, of procuring appli- 
cations from 328 individuals. He for- 
merly was on the faculty of New York 
University, teaching in the summer life 
insurance schools. He isa C. L. U. Mr. 
Smith entered life insurance in 1923. His 
business has increased steadily since. 
The first three years he averaged around 
$250,000 a year; the next three $500,000 
and the following years $750,000. In 
1923 he had the largest annual income 
year in his history. Mr. Camps has had 
varied experience as a general agent. 
He took charge of the Boston agency in 
1932, and in the 20 months the agency 
has had 18 monthly plus signs. Mr. 
Camps has been general agent for five 
years, three months, in three cities, and 
has had 57 monthly plus signs, and only 
six monthly minus signs. 


* * * 


Detroit Holds Its Annual 
Sales Congress This Week 


DETROIT, April 12.—Five prominent 
out-of-town speakers and several local 
men will be featured in the annual sales 
congress of the Qualified Life Under- 
writes here tomorrow. A special ses- 
sion for new agents under the auspices 
of the Detroit Life Insurance Super- 











of Action 
$764,73 3 new business 


written by Central Life Men 
one day, March Ist. Truly a 
sign of ACTION. 


CENTRAL LIFE 


Assurance Society 
(MUTUAL) 
DES MOINES 












1400 large rooms...each with 
bath {tub and shower} servidor 
and radio. Single from $2.50. 
Double from $3.50. 


JOHN T. WEST, Manager 
Send for Booklet T 


del 1 | 


in New York 


*& for BUSINESS...1 block from 
Times Square, 3 blocks from 5th 
Ave. Underground passageway to 
all subways. 


* for DINING...3 finerestaurants 
to choose from—coffee room, 
tavern grill, main dining room. 
Breakfast from 30c Luncheon/from 65c 
Dinner from 85c 

%& for RECREATION...69 fine thea- 
tres within 6 blocks. 1 block from 
Broadway...4 short blocks to 
Madison Square Garden. 


& for QUIET SLEEP...Our 32 sto- 
ries of fresh air and sunshine as- 
sureyou quietcomfortatall hours. 


NCOLN 


44TH TO 45TH STREETS AT 8TH AVENUE - NEW YORK 


* 


a 4 STAR HOTEL 
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VEUSOVIA_ wh 


1. Highly-salable life insurance policy forms. 

2. A company of unquestioned financial sta- 
bility. ~ 

3. A highly-satisfactory, liberal agency bonus 
contract. 


4, An outstanding advertising program that 
furnishes real live leads. 


Here are the four reasons why the Occidental Life Insurance 
Company of California has just concluded a banner year— 
why it will win still higher production marks during 1934. 


Agencies now in western states, Alaska, Canada, Hawaiian 
Islands and treaty ports of China. Openings available for live 
and aggressive agencies and men. 


Occidental Life Insurance Company 
of California 
Old Line Legal Reserve Life, Accident, Health 
Home Office, 548 S. Spring St., Los Angeles, Calif. 


V. H. Jenkins, Vice President, in charge of production. 


7 Occidental Life zs. 
\ “Winning the West 
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OsSLIco @ 





LR. LR, 
» For 28 Years the Slogan . 
has been 


“SAFETY AND SERVICE FIRST” 


1933 was no exception for us, for the Ohio 
State Life Insurance Company continued to make progress in 
financial strength, as shown by the increases in its Cash, U. S. Gov- 
ernment Bonds, Reserves for the Protection of Policyholders and 
Total Assets. This growth was maintained in the face of unfavor- 
able financial conditions, and is the result of the conservative finan- 
cial policy which has guided the Company throughout its 28 years 
of service to its policyholders. Every obligation has been promptly 
met without selling one of its bonds or borrowing a dollar. The 
Company owes no debts other than current bills and obligations 
provided for its own policies. ‘Safety and Service First" is our 
continuing pledge. 


With this company background and a liberal contract, Oslico 
Representatives enjoy greater earnings. 


THE OHIO STATE LIFE INSURANCE COMPANY 
Columbus, Ohio 


U. S. BRANDT 
President 


F. L. BARNES 
Agency Vice President 





OSLIico @ 
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visors Association is a new feature of 
this year’s congress. 

President C. A. Macauley, state agent 
John Hancock, will welcome the gather- 
ing. F. J. Little, Massachusetts Mutual, 
general chairman, will introduce home 
office officials and association officers. 
J. Arthur Pino, Lansing, Mutual Bene- 
fit, president of the state association, will 
respond. 

Commissioner C. E. Gauss will talk 
on the life insurance business, licensing 
of agents and other current problems. 
G. E. Lackey, general agent Massachu- 
setts Mutual, will introduce members 
who made outstanding records during 
1933—another new feature. 

N. H. Seefurth, president Seefurth 
Service, Chicago, will give “Some Sug- 
gestions for Self Development.” At the 
luncheon a round-table discussion will 
be held on taxation, corporation and 
partnership insurance and annuities con- 
ducted by Mr. Seefurth. 

At the special session for new men 
John S. Cooper, Northwestern Mutual, 
will speak on “Planning My Day’s 
Work”; Wilbur Schlaff, Travelers, on 
“Planned Persistence,” and H. P. 
Trosper, New York Life, on “Planning 
and Prospecting in 1934.” 

A unique feature will open the after- 
noon general session. A prominent Chi- 
cago business man, masked, will tell 
underwriters what is wrong with them 
in no uncertain terms, from the pros- 
pect’s or client’s point of view. W. S. 
Smith, special agent Massachusetts Mu- 
= in St. Louis, will talk on “Time Con- 
trol. , 

S. E. Martin, special agent John 
Hancock in Columbus, who produced 
nearly a million in 1933 and a half mil- 
lion during the first quarter of 1934, 
will close the congress with a talk on 
“Solving Life Problems.” 

* * * 


Anderson and Patterson at 
Los Angeles for Congress 





LOS ANGELES, April 12.—As a 
positive means of selling the public on 
the benefit of life insurance, newspaper 
advertising was advocated by A. E. Pat- 
terson, third vice-president National As- 
sociation of Life Underwriters and gen- 
eral agent at Chicago of the Penn Mu- 
tual, in his address before the annual 
sales congress of the Life Underwriters’ 
Association of Los Angeles. Mr. Pat- 
terson pointed out that $274,000 was 
spent for newspaper advertising in 1933 
by 39 nationally known life insurance 
companies, and he ventured the opin- 
ion, based on results obtained, that life 
insurance companies should immediately 
increase their newspaper advertising ap- 
propriations. 

C. Vivian Anderson, president Na- 
tional association, discussed existing 
business conditions throughout the coun- 
try, stating that the increased sale of 
life insurance during the first three 
months of this year is a definite indica- 
tion of a rapid improvement in the situa- 
tion. 

Other speakers were John W. Yates, 
Los Angeles, general agent of the Mas- 
sachusetts Mutual Life, in a talk on 
“Love Your Business.” 

Carl A. Bundy, past president of the 
Advertising Club ef Los Angeles and 
well known as a writer and lecturer, 
talked on “Bridges and Abutments,” in 
the discussion of which he demonstrated 
the value of the use of charts in selling. 

V. M. Eckdahl, Swift & Company, 
talked on methods of sales training. 


Missouri Laws in Effect 


JEFFFERSON CITY, April 12—The 
new life insurance laws which modernize 
the Missouri statutes and provide 
stronger safeguards for the life insurance 
policyholders, go into effect today. 


Gerald A. Eubank, general manager, 
life department Johnson & Higgins in 
New York has been nominated for the 
executive committee of the Southern 
Society of New York, representing the 
state of Texas. 


‘medical director. 


‘1915. 
‘is A. E. Littig, who has been with th 
company since Oct. 15, 1909, first a 











Register Life of Davenport 
Collapses Under the Straiy 


(CONTINUED FROM PAGE 4) 


He was elected met: 
ical director in 1906 and president jj 
The other man in active charg 





bookkeeper and later secretary an/ 
treasurer. H. A. Reise is the actuary 
and assistant secretary. Its total ip. 
come in 1932 was $1,342,249 and dj. 
bursements $1,296,373. 

The loans which brought the company 
into difficulties, it was explained, wer 
made many years ago, many of them 
prior to the world war, before present 
executives were in control. The insw. 
ance commissioner has indicated that 
every effort will be afforded companies 
generally, companies licensed in the 
state, to take over the business and poli. 
cies and the Guaranty Life of Daven. 
port has indicated its intention of mak. 
ing bid to reinsure the business of the 
Register Life so that policyholders will 
be protected upon death claims. 

Commissioner Clark discussing the sit. 
uation expressed confidence that other 
companies in the state are in sound con 
dition. 

Statement of Dec. 31, 1933 


The Dec. 31, 1933, statement of the 
Register Life showed real estate $1; 
140,355, mortgages $2,679,938, policy 
loans $1,607,759, bonds $310,834, cash 
$40,257. The admitted assets were $6- 
270,270. The surplus was given as $271; 
668. There was carried $100,000 reserve 
to cover a loss on delinquent interest, 
Its reserve was $5,189,932. Its total pre. 
mium income was $674,046, and total in- 
come $1,401,223, which included $43,988 
borrowed money. It paid policyholders 


$888,534. Its total disbursements 
amounted to $1,228,336. Its insurance 
in force was $26,972,233. During the 


year there was terminated $6,240,112. Its 
new business last year was $5,639,001. 
Its loss from loading was $38,254, its 
gain from interest $33,164, its gain from 
mortality $141,563. Its loss fom other 
sources was $41,675. 

Several years ago, under the Rat- 
cliffe administration, the company made 
extensive farm mortgage loans in Mor- 
tana, Wyoming and Oklahoma, receit- 
ing a high interest return. These 1t- 
vestments proved to be a white elephant 
and the present administration has been 
trying to work them out. 


Great Accident and Health 
Field Among Life Agents 


(CONTINUED FROM PAGE 5) 


very effectively, picturing the rapid 
pyramiding of the renewals on accident 
and health business, if the agent keeps 
up a consistent production record. ¢ 
also referred to the possibilities for 
writing additional business as a result 
of claim payments under accident atl 
health policies, while when a life insut 
ance claim is paid, the assured 1s 5% 
feet under ground and can’t do ay: 
thing to help the agent get new Dus 
ness. 





Service to Agents Needed 


He emphasized the necessity for s'” 
ing service to agents as a factor ™ 
building up an agency force and de- 
clared that “to get men to work or 
you, you must work with them. He 
also stressed the need for having ¢ 
definite plan in agency building. Evel! 
salesman knows that he will get bet 
results if his work for a particular da 
is planned ahead and the same is tt 
for the years ahead, when it comes to 
agency building, he said. 

He finds that the best results from 
new agents can be secured by trainiti 
them on one or possibly two polic 
and filling them with enthusiasm 
these forms. Then, instead of mere} 
selling accident insurance, they ” 
something definite to present and # 
better able to overcome objections. 
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LIFE AGENCY CHANGES 








Two Men Secure Promotions 





Rene P. Banks Gets Penn Mutual Gen- 
eral Agency at Cleveland and 
C. E. Eddleblute at Denver 





The retirement of J. Elliott Hall 
from the managenrent of the Penn Mu- 
tual’s great New York City agency 
brought three promotions. Osborne 
Bethea, general agent at Cleveland, 
takes Mr. Hall’s place. Rene P. Banks, 
Denver general agent, becomes general 
agent at Cleveland. C. E. Eddleblute, 
regional superintendent in western ter- 
ritory, will be general agent at Denver. 

Mr. Banks joined the Penn Mutual’s 
Spokane agency in 1924 as a personal 
producer, and on the retirement of 
General Agent J. T. O’Brien in Sep- 
tember, 1929, he was given the suc- 
cession. On March 1, 1931, he was put 
in charge of the Denver agency. He 
ranks high as an efficient personal pro- 
ducer. He has executive ability, which 
with his talent for leadership, was 
broadened by his attendance at the Sep- 
tember, 1929, agency-building school at 
the home office. Mr. Banks’ college 


Hexperience was at Ohio Wesleyan and 


Oregon State College. After the war 
he turned to editing the “Western 
Breeders Journal” of Portland, Ore. 
This was followed by the position of 
rehabilitation officer in agriculture, 
United States Veterans Bureau, Spo- 
kane. Just before he joined the Penn 
Mutual he was field representative of 
the American Hereford Cattle Breeders 
Association in northwest territory. 


Mr. Eddleblute’s Career 


Mr. Eddleblute came to life insurance 
by way of pedagogy. He founded the 
Perry township school at Hadley, Pa., 
after graduation from the state normal 
school at Slippery Rock, Pa. Moving 
westward to Colorado he was respec- 
tively a teacher and county superintend- 
ent of schools. Then for a time he was 
principal of the high school at Laramie, 
Wyo., and later was superintendent of 
schools. He is a B. A. and an A. M,, 
University of Denver. He became inter- 
ested in life insurance through Vice- 
President Davis, and in 1930 joined the 
Penn Mutual’s Denver agency. His 
Progress was so rapid that 18 months 
later General Agent Banks appointed 
him agency supervisor. So well did he 
fill the position that the home office then 
appointed him regional superintendent 
in the western field. 


Firm Now Scholl & Brennan 


Lineup as Managers of the Fidelity 
Mutual Life in Its Chicago 
Office 











a A. Scholl, who has managed for the 
idelity Mutual Life the Chicago agency 
faring his name since 1924, has taken 
Hg Brennan of his office into partner- 
sup. The new firm will operate as 
Scholl & Brennan. 

Mr. Scholl, who is a Pennsylvanian by 
= was first employed in the head 
: ce agency department more than 30 
yas ago and later went out with a 
wi book in Philadelphia and Phoenix- 
th cS In 1907 he became cashier of 
a hicago office and in 1920 assistant 
Ps eg at Chicago. In 1921 he went 
pe e head office as assistant to the 
Cc Nager of agencies, but returned to 
wlicago in 1924 as manager, which po- 


} Sition he has since held. 


win: Brennan’s first connection with 
a ae urance was in 1924, when he 
Scholl an agent’s contract with the 
oun agency. He developed into a 
Har ucer of ability. In 1929 he became 
the one manager. He is an officer of 

otre Dame Society of Chicago and 
ormerly its president. 








Pan-American Appointments 





Managers Have Been Named to Take 
Charge at Dallas and 
Kansas City 





Announcement of managerial appoint- 
ments in Dallas and Kansas City is 
made by Ted M. Simmons, manager of 
agencies of the Pan-American Life. 

Improved conditions in north Texas, 
which has been under the supervision 
of General Agent E. B. Bynum of Dal- 
las, have necessitated the appointment 
of a new manager for the Dallas met- 
ropolitan aréa. H. M. Holcomb has 
been named branch manager for this 
district and will have offices at 810-12 
Tower Petroleum building. E. W. 
O’Day, cashier of the Dallas branch, 
will share these quarters with Mr. Hol- 
comb. 

Mr. Bynum, who is also mortgage 
loan representative of the Pan-Ameri- 
can in Dallas, will continue offices in 
the First National Bank building, and 
will continue to supervise and appoint 
agents in the north Texas territory, 
while also supervising the investments 
of the Pan-American in that locality. 

Floyd O. Davis of Kansas City, Mo., 
has been appointed district manager at 
that point for a number of surrounding 
counties. This is an entirely new 
agency for the Pan-American in Mis- 
souri, although an office is maintained 
in Kansas City, Kan., under the man- 
agement of E. J. & E. L. Calene. 





Names Texas Managers 


Guy O. Street, former general agent 
of the Bankers Reserve Life, has been 
appointed manager at Fort Worth, 
Tex., by the Guarantee Mutual Life of 
Omaha. Mr. Street, whose agency will 
cover 39 counties adjacent to Fort 
Worth, has opened offices at 702 W. T. 
Waggoner building. Fred L. Cook, 
former manager, will be associated with 
the Street agency. 

S. F. Davis is appointed manager at 
Dallas, Tex., with offices at 916-17 
First National Bank building. His’ 
agency includes Dallas and nine nearby 
counties. 





Home Office Agency in Newark 


The home office general agency of 
the Bankers National Life has been es- 
tablished in the National Newark & 
Essex Banking building, Newark. The 
office will be under the supervision of 
J. A. McKay, who has been general 
agent for the past six years at the home 
office in Jersey City. 


E. A. McLaughlin 


E. A. McLaughlin, who has been in 
the life insurance field for about nine 
years; has joined the Newark office of 
the United Life & Accident, under C. S. 
H. Fitz Gerald, general agent. He will 
act as an assistant to Mr. Fitz Gerald 
ont also will train new men for the 

eld. 








John M. Corr & Son 


The Commonwealth Life of Louis- 
ville appointed John M. Corr & Son 
general agents for northern Alabama 
with headquarters in Birmingham. 





Harold Gannon 


The American Life of Detroit, has ap- 
pointed Harold Gannon manager in 
Muskegon, Mich., where it has had no 
agency. Mr. Gannon has been in an- 
other line of work recently but was for- 
merly with the John Hancock Mutual 
Life. 





A. W. Garraway 


A. W. Garraway has been appointed 
Mississippi state agent of the Fidelity 


THE LINCOLN NATIONAL LIFE 


INSURANCE COMPANY. of Fort 
Wayne. Indiana, issues a policy 


well designed to meet 1934 


needs for ECONOMICAL 





PROTECTION=a low cost life 
insurance contract for preferred 


risks. The Emancipator plan... 


at age 35...$143.80 for $10.000** 











WANTED: Managerial 


ENDAY, 


BUFFALO MUTUAL Siates of 
LIFE INSURANCE COMPANY 
New York 


and Ohio 


There are many men who would make good local and district 
managers for this 62 year old Company. Weare trying to find 
them. And when we do they will be glad to hear our story. 
But, frankly, the best managers we have found were men who 
started with us as agents. Our problem is to fit good men to 
available territory in the states of Ohio and New York. 


Buffalo Mutual Life is a progressive Company, growing fast, 
but not so large as to make individual attention and instruction 
difficult. If you feel you are managerial material and are will- 
ing to prove it by starting as an agent, write in confidence 
and detail to E. Parker Waggoner, Supt. of Agents, Buffalo, N.Y. 


18 POLICIES... Birth to Age 60... DEPENDABLE PROTECTION 


Whole Life Special @ 20 Payment Life Special @ Multiple Option Life and Annuity © 

10 and 20 Year Modified Ordinary Life © 10 and 20 Year Family Income @ Endowment 

at Age 65 @ Ordinary Life, Endowment at 85 © 20 Payment Life, Endowment at 85 

e 10, 15 and 20 Year Endowment @ Special Convertible Term © 10 Year Term ® 
Children’s Policies (Three Forms) Birth to Age 10 
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LEGAL RESERVE 
LIFE INSURANCE 


FORTY YEARS OF PROGRESS 


Through forty years of constantly 
changing economic conditions the 
Ben Hur Life Association has made 
steady progress in the life insurance 
field. ‘Today it stands stronger than 
ever, with assets of more than 
$10,000,000 and a record of more 
than $33,000,000 paid to policyhold- 
ers and beneficiaries. ‘This legal re- 
serve fraternal life association enters 




















the new era in better condition than 
at any time in its history, amply pre- 
pared to render even greater service 
to its policyholders. 

Our line of certificates or policy con- 
tracts, contains all of the attractive 
and modern features of legal reserve 
protection. Fraternal activity is also 
available to those who desire it. A 
rapidly growing juvenile department 
and a home for aged and dependent 
policyholders are added features of 
Ben Hur service. 


Ben Hur Life Association 
Crawfordsville, Ind. 


John C. Snyder, Edwin M. Mason, 
President Secretary 


FOUNDED 



































1894 
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Lutheran Mutual Aid Society 


Founded 1879 


A Fraternal Benefit Society for Lutherans— 


pall All business on legal reserves— 
aoa _ Gains in insurance even during 1932-1933— 
connection. Actual to expected mortality on American 
Address Experience Table 35.33% 
Home 
Oo > ° efe,e 
6 Resources over liabilities........ 651,717.42 
a J, ' 
Iowa 


Total assets 4,727 ,361.63 





HOME OFFICE—WAVERLY, IOWA 






















THE Security BENEFIT ASSOCIATION 


6 Has Legal Reserve Certificates to meet the 
Requirements of any Family and Any Income 
A Mutual Co- 


6B tere f Special Features: 


Farm of ron 
i De ADULT JUVENILE 
more than 545 = CERTIFICATES 
acres, an Old CERTIFICATES A = . 
Detha? and s merican Experience 4% 
Oreie'ns? American Experience 4% Twenty Pay Life 
Home, and a Twenty Payment Life Two Educational 
General Hos- American Experience 4% Certificates 
pital. All Whole Life Term Certificate to Age 16 


members en- 


corso peng ag With Transfer Privilege 


Whole Life Level Rate 


American Experience 4% 
Paid-up at Age 70 


fits of these “ 3 % 

seakteibion « N. F. C. 4% Ordinary Life Certificate 

va a ard Field workers find our contracts most attractive. 
ditional or For information address: J. M. KIRKPATRICK, National President 
regular  pre- 


TOPEKA, KANSAS 


mium rates. 













‘the National Fraternal Congress, having 


Mutual Life, a position which has been 
vacant for over a year. He started in 
life insurance in Jackson nearly 20 years 
ago as a part-time agent of the Penn 
Mutual, while he was a Millsaps Col- 
lege student. Later he became general 
agent of the Continental Life, which po- 
sition he recently resigned. 


H. B. Eckey 
H. B. Eckey, formerly with the 
Equitable Life of New York, has been 
appointed Des Moines general agent of 
the Monarch Life. 


M. L. Schmidt 
M. L. Schmidt, who recently resigned 
as manager of the brokerage depart- 
ment of the G. F. Lofthouse general 
agency of the Lincoln National Life in 
Detroit, has been appointed general 
agent for the company in-Flint, Mich., 
with a territory embracing eight coun- 
ties, all formerly supervised from Grand 
Rapids. He has established offices at 

512 Genesee Bank building. 


E. A. Silberstein, D. L. Nord 
E. A. Silberstein has become district 
manager of the Penn Mutual in Duluth, 
Minn., succeeding Donald L. Nord, who 
has been named state supervisor with 
headquarters in Minneapolis. 


O. T. Wilson 
The Buffalo Mutual Life has opened 
an agency in the Liberty Bank build- 
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NEWS OF THE FRATERNALS 





Takes Over Hancock County 


Illinois Standard Mutual Life Has Ab- 
sorbed the Business of Another 
Fraternal 








The Illinois Standard Mutual Life of 
Perry, Ill., has reinsured the business of 
the Hancock County Mutual Life of 
Carthage, Ill. The reinsurance agree- 
ment has been approved by both organi- 
zations. These are fraternals on a legal 
reserve basis. The Illinois Standard Mu- 
tual Life operates in west central IIli- 
nois and has recently adjusted to the 
legal reserve American 3% percent plan. 
The policy forms, rates and by-laws of 
the two associations are similar in all 
respects so that there is no change in 
business practice required. 

Its assets are $696,673, premium in- 
come $610,258, net surplus $221,611, re- 
serves $135,604, voluntary contingency 
reserve $53,027. 


Mrs. Mary La Rocca, Head 
of Woodmen Circle, Dead 


Mrs. Mary E. La Rocca, president of 
the Woodmen circle, Omaha, since 1919, 
died of pneumonia Monday night. Mrs. 
La Rocca was high in the councils of 








been immediate past president, 1932-1933. 
She was considered one of the ablest fra- 
ternal executives in this country. 

She had been in fraternal work well 
over 20 years, having joined the Wood- 
men Circle in St. Paul and then being 
named a delegate to the society’s na- 
tional convention. She became a mem- 
ber of the board of auditors of the 
Woodmen Circle and then for many 
years was vice-president. She succeeded 
in 1919 Mrs. Emma B. Manchester as 
head of the order, the latter retiring in 
favor of Mrs. La Rocca. 

Mrs. La Rocca was beloved by the en- 
tire fraternal world. She was responsi- 
ble for many activities in the National 
Fraternal Congress and promoted the 
fraternal parade on fraternal day at the 
Century of Progress exposition in Chi- 
cago last year. 

Funeral services were held in Omaha 
Wednesday afternoon and burial in St. 














40th anniversary campaign in honor of 
Thomas H. Cannon, who has been head 
of the order since 1894. Mr. Cannon 
went with the order in 1888, and was 
elected director in 1891. He was elected 
secretary at the Montréal convention in 
1892, continuing in that post for two 
years and then became head of the or- 
der at the St. Paul convention in 1894. 

At that convention, reports showed 
the order was organized in 14 jurisdic- 
tions of this country and four Canadian 
provinces, with 494 subordinate courts 
and 30,409 members. It is interesting to 
note that in the campaign this year a 
quota of 40,000 new members, adult and 
juvenile, is set. 

The financial report in 1893 showed 
$8,047 in mortuary accounts and deficit 
in general funds $2,734. Under Mr. 
Cannon’s leadership the order has pro- 
gressed, now being organized in 28 
states and all the Canadian provinces, 
having 1,646 courts and total member- 
ship 127,689. The financial report as of 
Dec. 31, 1933, carries $30,397,922 in mor- 
tuary fund and general fund, $57,759. 


Active in Youth Movement 


Mr. Cannon has been keenly inter- 
ested and active in the Catholic youth 
movement in this country. The Catho- 
lic Order of Foresters has 15,000 boy 
rangers. Mr. Cannon’s ambition is to 
increase the juvenile membership to 40,- 
000. 

The order since 1883 has disbursed 
$53,370,437 for death losses, $1,666,786 
for old age settlements and $503,611 for 
disability benefits. Subordinate courts 
have disbursed $5,000,000 in sick, funeral 
and relief payments and $354,250 in sol- 
dier and sailor war claims. 

Assets as of Dec. 31 were $30,688,622. 
Book value of investments was $28,846 
802. Total current liabilities were $349 
768, reserves $25,671,870, made up 9 
$25,058,190 mortuary reserve on Ameri 
can Experience basis and $613,680 mor- 
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tuary reserve on National Fraternal 








ing, Buffalo, with O. T. Wilson as map. 
ager. 
R. C. Bass 
R. C. Bass, formerly in charge og 
Rhode Island for the Berkshire Life a Woo: 
associate general agent, has now be 
come associate general agent with E, F. 
Carey of Providence, general agent fo; I Assets 
the State Mutual Life in Rhode Islan Ste 
and southeastern Massachusetts. 
° ota 
Life Agency Notes wane 
1 state 
value ¢ 
J. Z. Blake has been appointed district J municij 
agent by the Reliance Life at Mont. certific: 
gomery, Ala. ages | 
The Provident Mutual Life has ap. Mess, 
pointed C. Ray Tyler district agent at $1, 4 
Wichita, Kan. in han 
E. P. Messenger, former district map. 898, ” 
ager for the Peoria Life in Detroit. has other : 
been appointed supervisor of the F, A, Tota 
Smart general agency of the Equitable [ping of 
of Iowa there. justme’ 
J. E. Lang of Fort Wayne, Ind., who M penses 
has been with the company there, has —& $117,29 
been placed in charge of the Fort Wayne MB tificate 
office of the Mutual Life of New York in are $1! 
the Lincoln Bank Tower. Two 
M. W. Liston with the Equitable of I ¢ent’s 
New York for 12 years, and R. R. Choate Presid 
have been appointed district agents for ath a 
the Equitable in Port Huron, Mich., with DS 45 
the entire Thumb district as their terri- $12,7 ‘ 
tory. They work under the Robert M, [— 250 wa 
Ryan agency in Detroit. balanc 
credite 
$465,0( 
there 
Wor 
e . 
40th Anniversary Campaign § ¢,,:1 
° : Mer 
Catholic Order of Foresters Honors Its 
Head, Thomas H. C » in 
Special Effort Pe 
Natiot 
The field force of the Catholic Order J proxir 
of Foresters, Chicago, is conducting a are V 
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Congress class. Unassigned funds were 
$4,659,973 mortuary fund and $7,009 
double indemnity and total disability 


fund. 


Wocdmen of World Figures 











Assets of $115,319,963 Shown in Jan. 1 
Statement—Record Results in 
Drive for Bradshaw 





Total assets of the Woodmen of the 
World, Omaha, are shown in the Jan. 
1 statement to be $115,319,963. Book 
value of government, state, county and 
municipal bonds is $104,993,993, loans on 
certificates $3,372,640, real estate mort- 
gages $625,029, real estate $929,385, cash 
$1,610,162, investments and instalments 
in hands of financial secretaries $779,- 
998, interest due and accrued $2,550,423, 
other assets $458,420. 

Total liabilities are $1,188,342, consist- 
ing of mortuary claims in process of ad- 
justment $974,684, commissions, ex- 
penses and salaries due and accrued 
$117,290, other liabilities $96,367. Cer- 
tiicate, contingent and other reserves 
are $114,131,620. 

Two records were set in the “presi- 
dent's month’ campaign in honor of 
President De E. Bradshaw’s in March 
35th anniversary with the society with 
$12,745,000 production, of which $3,030,- 
250 was produced on “roundup day.” A 
balance of $187,250 was carried over and 
credited to April production. There was 
$465,000 written in Nebraska. In all 
there were added 11,759 new members. 





Women Take Important Place 





Constitute Nearly Quarter of N. F. C. 
Membership; Display Great Execu- 
tive Ability in Societies 





An outstanding characteristic of the 
National Fraternal Congress is that ap- 
proximately one quarter of its members 
are women. The congress in recent 








OODMEN sre W 


Six Modern Legal 
Reserve Contracts 


© Ordinary Life 

©Twenty Payment Life 
@Endowment at Seventy 
®Twenty Year Endowment 
Family Income 

®Juvenile 


These contracts are participat- 
ing, and provide all standard 
non-forfeiture options. 





Operating for forty-four years 
in California, Oregon, Wash- 
ington, Colorado, Idaho, Mon- 
tana, Nevada, Utah, and Wyo- 
ming. 

o8e 


Write for particulars and 
open territory to 


PETER F. GILROY, President 


1447 TREMONT STREET 











DENVER, COLORADO 





years has been headed by three women 
of fine executive ability. Most of the 
woman societies are entirely officered 
and managed by women. While these 
are not all the larger societies, they are 
among the best managed. 

There are two foreign language so- 
cieties, the First Catholic Slovak Ladies 
Union, headed by Mrs. Mary Kocan, 
Cleveland, and the Woman’s Polish Na- 
tional Alliance of Chicago, of which 
Miss Emily Napieralski is president. 

The woman leaders’ counsel is given 
great weight in deliberations of the con- 
gress. Mrs. Bina West Miller, presi- 
dent of the Woman’s Benefit Associa- 
tion, Port Huron, Mich., and first 
woman president of the congress (1925- 
1926), is a power among the societies. 
She is a factor in all great fraternal 
movements, having joined the congress 
when there were few women in it. She 
has one of the largest women’s socie- 
ties in the world and is an executive of 
high order. 

Mrs. Frances Buell Olson, president 
Degree of Honor Protective Associa- 
tion, St. Paul, was the second woman 
president of the congress, 1929-1930. She 
also is a keen executive with her fingers 
on the pulse not only of her own so- 
ciety, but the entire business. 


Others Active in Congress 


Mrs. Mary E. LaRocca, immediate 
past president of the congress and presi- 
dent of the Woodmen Circle, Omaha, 
was a pioneer in constructive frater- 
nal movements. Mesdames Miller and 
Olson were on the first executive com- 
mittee on which women were admitted. 

Others who take important place in 
the congress and were active in the 
Chicago mid-winter meeting are: Mrs. 
Dora Alexander Talley, national secre- 
tary, Woodmen Circle, who has been 
active in many congress programs and 
a member at one time or another of the 
most important committees; Dr. Kath- 
erine Manion, medical director, Wom- 
an’s Benefit Association, Port Huron; 
Dr. Sarah C. O’Connell, Women’s Cath- 
olic Order of Foresters, Chicago, and 
Miss Frances D. Partridge, secretary 
and actuary, Woman’s Benefit Associa- 
tion. 

Mrs. Olson at the mid-year meeting 
of the National Fraternal Congress was 
named chairman of the committee on 
bond information and service whereby a 
clearing house will be established for 
defaulted bonds. Mrs. Bina West Mil- 
ler is a member of this committee. 


Carry on Worthwhile Work 


Fraternal Societies Are Unique 
Amount of Juvenile and Welfare 
Activities Conducted 











A little known side of the fraternal 
societies’ work is juvenile and welfare 
activities. Welfare work is a feature 
which especially distinguishes the so- 
cieties, 

They have established fine sanatoria, 
hospitals, homes for the aged and for 
dependent children. The important point 
about all of these institutions is that 
they have been built up with the funds 
of members. The beneficence which they 
distribute is not in the form of charity, 
but has been paid for by those who 
benefit. Aged members enter the homes 
for the aged with a sense of being in- 
dependent. Their last years are happy 
in congenial surroundings. The same is 
true of the other institutions. 

There are upwards of 16 homes for 
the aged now being operated by frater- 
nal societies in this country and several 
additional societies are laying plans for 
building such institutions. 

The juvenile work has had its great- 
est growth in the last ten years, al- 
though a number of societies have had 
juvenile activities for many years. There 
are now approximately 1,000,000 juvenile 
members of the National Fraternal Con- 
gress societies. This activity is being 
concentrated on as it is believed the 
future of the societies lies in this direc- 











The A. 0. U. W. of NORTH DAKOTA 
Home Office: FARGO, NORTH DAKOTA 


@ Financial Condition as of December 31, 1933, Reported to the Various 
Insurance Departments and Verified by the Order’s Finance Committee 


Percentage ASSETS LIABILITIES 
of Assets Bonds— Policy Reserves ......... $10,605,356.00 
19.91% Government, State, City, This is the amount 
County and Public Util- por nd ppl ey < 
dmoriized ax’ per rules | «BAW, all policy claime 
of Insurance depart- + ie ae. 
ments. Reserve for Policy Claims 181,874.71 
1.01% me oor in Banks and Although Pa. have aes 
. ceived formal proofs 
rust Companies ..... 122,125.40 oy dale or disubility 
Loans — on ; Cyn pear 
19.95% Policy Loans ......... 2,402,588.55 alli gee go. 
2817, Automatic Premium claims. Ela 
RNAS es oe ini e wees 336,900.18 
’ Death Claims Due and Un- 
11.34% Reinsurance Indebted- WOME TaN 54 daceviene ex None 
ce TT TE CCCETE 1,365,000.74 
No loan exceeds the cash Reserve for Premiums Paid 
value of the policy. in Advance .......... 40,237.57 
Real Estate Owned 
16.07% Farm Lands .......... 1,935,238.35 a for Taxes. ....... 50,854.71 
1.37% Home Office Building 165,566.47 me amount ast asite 
100% City Property ........ a =< 
56% alance due on prop- 
erties sold under con- nae soa? ~ in De- 
WR ateackcksahet 67,116.77 ault and Depreciation 
First Real E of Furniture and Fixtures 
pny An Mort- and Other Miscellaneous 
11.97% Farm Lends .......... ctshteadal — COS fat 02k. as satan 
7.70% City Property ........ 926,807.30 | Reserve for Other Liabili- 
32% Advances on Mortgage = nc ead aia cafnus : 15,569.50 
Loans, Recoverable ... 38,754.22 ae kaos oe ek et 
a icant Nt 
441%, Interest and Rents Due & Surplus to Protect Invest- 
Accrued on Investments 529,515.48 ments and Policy Holders 899,171.55 
31% Collections by Subordinate Fre tr pe — 
Lodges Not Yet Turned the above amounts this 
Over to Grand Lodge 37,676.18 my ated 
06% ~~ Reinsurance wisi curse to the policy 
OP da vendes ,631. 
.23% Furniture and Fixtures... . 27,682.29 
-26% Miscellaneous .......... 32,264.27 
100.00% WON cs esccceeeae $12,041,830.83 WOM dow aesnwnwee $12,041 ,830.83 





© Some Interesting Facts Regarding the A. O. U. W. 


The Order has been managed by insurance 

experts since its organization. 
has served the West and Northwest for 
over fifty years. 

Investments are subject to the rigid require- 
— of the various State Insurance Depart- 
ments. 

Reserves are based on Standard Life Insur- 
ance Tables. 

Our cash position as compared with one year 
ago has improved twenty per cent. 


$1,414,392.12 was deducted from book value 
of assets in compiling the above statement to 
allow for present et values. 

In addition to the foregoing safeguard of 
$1,414,392.12, a surplus of $899,171.55 is pro- 
vided for the protection of policy holders. 

Sick and Accident claims paid since this De- 
artment was organized in 1921 amount to 
782,971.14. 

Death claims paid since organization amount 
to $12,739,519.36. 


Liquidity of the assets of an insurance company was not seriously considered until the 
recent business depression. 
The Order has improved the ready market value of its bonds at least fifty per cent 
as compared with a year ago. 
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feature of the legal reserve fra- 
ternal life insurance policies is 


A SAFETY VALVE 


against failure or bankruptcy 


All forms of modern legal reserve life 
insurance for men, women and children 


Favorable Territories in Wisconsin, 
Illinois, Minnesota and Michigan. 


EQUITABLE RESERVE ASSOCIATION 
NEENAH, WISCONSIN 
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A 27 Year Old New Deal 


: a is a lot of talk these days about 
low-cost pure protection. , It is being 
’, advocated that investment features, 
when they are a part of a contract, be 
so included that they may be used with- 
out impairment of the Life Insurance. 


The policies issued by this old, conser- 
vative Company have always been of 
this type. We are pleased to note the 
general trend toward the only kind of 
insurance we have ever offered. 


Our agents are pioneers in the New Deal 
in Life Insurance which is shaping as 
definitely as it is in other things. 








Agency openings in 
Illinois, Indiana, 
Michigan and Missouri 
BANKERS MUTUAL LIFE Co. 


FREEPORT, ILLINOIS 
Founded in 1907 





















































































Arp ASSOCIATION FOR LUTHERANS 


Legal Reserve Fraternal Insurance 


APPLETON, WIS. 


THIRTY YEARS’. January 1, 1934 


RECORD Admitted Assets ...........c000. $15,493,281.21 

Ne. ot ities Certificate Reserves, Surplus and 

oa. other Liabilities .............. 15,183,424.80 
1903 ..... 33 $ 638,000.00 Emergency Reserve Funds....... 309,856.41 
2918 334% 234 7,395,750.00 Pp ts Si Oo i i 
1922 ..... 942 27,382,518.00 i ann A ee gen " 

o Living Certificateholders....... 449,382. 

1932 ..... 2148 125,863,133.59 To Beneficiaries ..........eeesee8 3,609,167.60 
Sr 2187 =131,359,169.00 Total Payments ..............+. . 9,058,550.32 


FRATERNAL Lire INSURANCE STANDS THE TEST 
























Aggressive and Progressive 


Our record speaks for itself. 
Splendid territory still available. 


LUTHERAN BROTHERHOOD 


Herman L, Ekern, Pres. 


608 Second Ave. S. Minneapolis, Minn. 





tion. Sound growth comes from having 
new young blood constantly coming 
along. 

The societies have been ingenious in 
devising work that appeals to the young- 
sters. At the Milwaukee annual meet- 
ing last year there were exhibits of 
juvenile work, juvenile social events, 
demonstrations of juvenile rituals in 
junior lodges. The societies have stim- 
ulated pageantry in the juvenile section. 
There have been junior conventions. In 
every way the youngsters are given 
something interesting and all their own. 

An interesting development is educa- 
tional funds for deserving young peo- 
ple. Many have been able to receive 
their education through this means who 
otherwise could not have done so. 
Some societies have educational revolv- 
ing funds for the purpose, young mem- 
bers paying back the sums expended for 
their education, either wholly or in part, 
when they are able to earn. 


Modern Woodmen Imposes 


Liquor Sale Restrictions 








The executive council of the Modern 
Woodmen has been under considerable 
pressure in recent months to rescind or 
modify a ruling made last October which 
has the effect of prohibiting members 
from engaging in the sale of beverage 
liquors and barring those so engaged 
from membership. The council has 
voted to reaffirm this action insofar as 
it relates to those engaged in manufac- 
ture and transportation, and to withhold 
final action as to sellers. 

Until finally settled, four of the na- 
tional officers, including Secretary Ray, 
have been named as a committee to pass 
on applications from sellers, with instruc- 
tions to bar bartenders. The council 
went on record that the medical depart- 
ment, in passing on eligibilty should con- 
sider use of intoxicants by applicants 
rather than participation in manufacture, 
sale or transportation. 





Security Benefit, Wichita 
Council Can’t Be Dissolved 


The national executive committee of 
the Security Benefit Association has 
been denied by the Kansas supreme 
court the right to suspend and dissolve 
the charter of Wichita Council No. 120 
of Security Benefit Association. 

The lower court held void the section 
in the by-laws of the Security Benefit 
Association which authorizes the execu- 
tive committee to suspend the council 
and dissolve its charter “for any of the 
causes set up in section 133, or for any 
other cause.” 





Must Have Reasonable Cause 


The higher court held this section does 
not authorize the executive committee 
to suspend a council or dissolve its 
charter at the pleasure of the national 
executive committee. It is authorized 
to take such action only for cause, 


| which means just, substantial or reason- 


able cause, related to matters of a sub- 
stantial nature pertaining to duties or 
obligations imposed. Where no appeal 
is provided by the laws of the society 
from the ruling complained of, the ag- 
grieved party cannot be charged with 
failure to exhaust his right of appeal. 


Heads United Workmen 


Edgar Bennett of Washington, Kan., 
has been elected grand master of the 
Ancient Order of United Workmen of 
Newton, Kan., succeeding the late Dr. 
J. W. Graybill. 





Discuss Fraternal Problems 


LINCOLN, NEB., April 12.—The 
April meeting of the Nebraska Insur- 
ance Institute was devoted largely to a 
discussion of the problem of the fra- 
ternals, led by Actuary Franklin of the 














Woodmen of the World of Omaha. 
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Prudential’s Big Conventio, 





Field Representatives of the Compan 
Will Hold a Three Day Confer. 
ence Next Week 





NEWARK, April 12—More than 50) 
field representatives of the Prudential 
will attend a three-day conference to bs 
held at the home office, April 16-15 
There will be 442 industrial super. 
tendents and 80 ordinary managers jy 
attendance, representing 38 states, the 
Dominion of Canada, the District 
Columbia and Honolulu. 

The business sessions will begin 
April 16. E. D. Duffield, president, wil 
welcome the visitors and brief addresses 
will be made by other executives. The 
next morning the superintendents wil 
meet in the home office and in the after. 
noon there will be divisional group ses. 
sions at the Hotel Commodore, New 
York. 

The ordinary managers will hold their 
discussion in the home office Wednes. 
day morning and at the same time in. 
dividual divisions will meet with their 
respective managers and other company 
officers. 

The conference will be closed on 
Wednesday night with a dinner at the 
Hotel Commodore to be attended by 
approximately 800 persons. President 
Duffield will preside and the speakers 
will be Governor Paul V. McNutt of 
Indiana, and Judge H. B. Wells ot 
Bordentown, N. J. 


Midland Mutual Men to Meet 


Agents from Ten States to Attend 
Columbus Conference Next Week— 
Program Announced 











The Midland Mutual Life is holding 
convention in Columbus, O., April 19-20. 
Agents from ten states will attend. J. 
A. Hawkins, manager of agencies, will 
open the sessions on both days. On the 
first day L. B. Breneman will talk on 
“Prospecting”; L. F. Moore on “Practi- 
cal Approaches”; Ralph Mowrer, “Re- 
tirement Income Talk”; Paul Johnson, 
“Riveting an Income to the Widow’; 
Lloyd Stillson, “Programming”; E. 5. 
Reeves, “Salary Continuance”; E. 0. 
Mowrer, “An Annuity Talk.” Dr. AR 
Stone, medical director, will talk on 
“Underwriting” at luncheon the first 
day, which will be closed by a sales con- 
test limited to eight talks. At the ban- 
quet, President G. W. Steinman wil 
talk on “Retrospect and Prospect,” fol- 
lowed by “Life Insurance Prospects vs. 
N. G. Staller.” 

On the second day G. C. Ross will 
speak on “The Close”; J. A. Vander: 
Werf, “Selling the Midland in a New 
Territory’; James Moorcroft on “Time 
Control”; P. R. Marshall, “Sweethearts”; 
R. S. Moore, “Motivation”; S. E. Martin, 
“Practical Selling.” J. C. Rietz, vice 
president and actuary, will talk at the 
luncheon on “Depression Lessons.” 





Acacia Concludes Conferences 





Splendid Sales Gains Reported at St 
Louis Meeting by President Mont- 
gomery—Wire Heart Beats 





Climaxing a series of regional convel 
tions, managers and agents of 1 
branches of the Acacia Mutual Life met 
with President William Montgomety, 
B. A. Harlan, executive secretary a! 
other home office officials in St. Lou! 

In his opening address, “The Quality 
of Persistence and Its Reward,” Mr. 
Montgomery announced that more that 
$2,000,000 was written in the col 
pany’s financial independence week 
“rain check” campaign; that the Marth 
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net gain was the largest in 32 consecu- 
tive months, and the first quarter net 
gain was the largest of any first quar- 
ter since 1930, 

Ww. B. Vennard, Houston manager, 
Acacia’s star 1933 representative, was 
installed as president of the new “Mont- 
gomery Quality Club” with A. J. B. 
Miller, Akron, O., as vice-president. 
Other vice-presidents are R. L. Barn- 
well, Oakland, Cal., R. A. Daniell, Pitts- 
burgh, and Paul Smith, Birmingham, 
Ala. Heart Beats Over Radio 

For the first time to a convention of 
life insurance men heart beats were 
transmitted 1,200 miles by “~ired-radio” 
to St. Louis from Acacia’s underwrit- 
ing department in Washington. This 
dramatic innovation was a part of the 
broadcast presentation put on at the 
home office to give the audience in St. 
Louis a fact picture of how risks are 
analyzed. At the conclusion of this en- 
actment, J. P. Yort, vice-president, 
spoke from Washington on “The Why 
of Quality Business.” 

Quality was the theme of the con- 
vention. R. M. Plake, home _ office 
supervisor, spoke on “Quality Agents 
and Why They Are;” “Working Along 
Together Towards Quality,” was dis- 
cussed by Dr. J. R. B. Hutchinson, 
assistant medical director; “It’s a Good 
Time to Get Acquainted,’ by W. D. 
Phillips, home office supervisor, and 
“As One Scot to Another,” 
Campbell. How ‘The 
“The Veteran Agent” and “The Man- 
ager of an Active Branch” can qualify 
for the “Montgomery Quality Club” 
and the bonus for good business were 
discussed by C. W. Johnson, Chicago, 
A. J. B. Miller, Akron, O., and Man- 
ager R. S. Gummere of Dayton, O. 

Preceding the managers’ meeting, an 
agents’ question and answer clinic was 
held, Manager A. E. Welsh, St. Louis, 
presiding. At the managers’ meeting, 
Manager L. S. Broaddus, Chicago, pre- 
sided, with Managers A. R. Mead, Cin- 
cinnati; P. E. Vandermade, Detroit, 
and B. W. Reagles, Milwaukee, as dis- 
cussion leaders. 

At the closing dinner, Manager A. N. 
Meyer, Denver, proposed a toast “On 
to 50 Years with You” to President 
Montgomery, to which he responded 
with a stimulating address on the “Vi- 
sion of the Future.” The meeting was 
closed by an award of gold service but- 
tons to 66 men who had been with the 
company over a period of years, one- 
third of whom had seen more than ten 
years of service. 





General American’s Texas Meeting 


The General American Life’s regional 
meeting in San Antonio, Tex., was 
opened by a brief talk by ‘Matthew 
Brown, San Antonio manager, who 
spoke on “Three Problems of the Life 
Insurance Man.” ‘These are, he says, 
financial, where to go, and what to say. 

Vice-president J. J. Moriarty told of 
the home office and its efforts to serve 
the field men and their clientele. H. 
O. Brill, superintendent of agents, spoke 








on adequate support for field men, the 
value of their cooperation with the home 
office officials, and the need for use 
of an organized sales talk. R. S. 
Brown and W. W. Wilson of the San 
Antonio office then gave a comic pres- 
entation of the “canned” sales talk. 
Afternoon speakers were President 
W. W. Head, A. W. Hopkins, assist- 
ant to the president and O. J. Burian. 


Hold “Victory” Rally 


A “victory” get-together of agents of 
the Equitable Life of New York, in 
Minnesota and South Dakota was held 
at Marshall, Minn. On the program 
were S. D. Krueger, agency manager, 
St. Paul; A. T. Anderson, fie!d assist- 
ant, Windom, Minn. F. E. Sexton, 
Sioux Falls, S. D., district manager, and 
E. H. Browne, agency instructor. 








Old Line General Agents Meet 


Forty general agents of Old Line 
Life from Wisconsin and adjoining 
states attended a meeting at the home 
office in Milwaukee, held to acquaint 
the general agents with the company’s 
program which begins April 16 in 
honor of its silver jubilee. President 
J. E. Reilly announced a gain of over 
30 percent of new life business as com- 
pared with a year ago, and a substan- 
tial increase in accident and health busi- 
ness. 





Prudential Regional Meeting 


A regional meeting of 250 Prudential 
agents from several western states will 
be held in Colorado Springs May 2-3. 
The district includes Colorado, Ne- 
braska, western Missouri, Kansas and 
Oklahoma. The meeting will be at- 
tended by a home office delegation 
headed by Franklin D’Olier, . vice-presi- 
dent in charge of administration. 





New England Mutual Meet 


About 40 agents of the Iowa-South 
Dakota agency of New England Mutual 
Life met in Des Moines for their annual 
get-together. Charles F. Collins, assist- 
ant superintendent of agencies, was the 
guest speaker. C. N. Anderson, general 
agent, also spoke. A dinner was given 
for agents and their wives. 


Boston Secretary Resigns 


Albert H. Lythgoe has resigned as 
executive secretary of the Boston Life 
Underwriters Association. He has not 
announced his future plans. A succes- 
sor has not been appointed. 


Honor Dearing’s Long Service 


F. P. Dearing of Jacksonville, for 
the past 20 years state manager for 
Florida of the Mutual Life, was given 
a dinner by his agency force and asso- 
ciate general agents in Jacksonville in 
celebration of his 20 years as manager 
and 35 years’ service with the company 
in Jacksonville. 
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Woodmen of the World 


OMAHA, NEBR. Statement—Jan. |, 1934 D. E. BRADSHAW, Pres. 
ASSETS 
Government, State, County and Municipal Bonds (book value)..... $104,993,993.80 
BOSHS One GerneSleS jncc. Sass a- 5 ocwls uence ces ade se sceudnanende 3,372,640.67 
HOSNS) Chima Estate: UESE LIGNE) .. © seicios acca sslusicicnetaedonwes 625,029.37 
SCOUT Teepe OS Ne ee ee ee re 929,385.65 
Cash’ ins Depesitorias Gnd OMCs: 0... ccicc oes ccnenies.e sacs osjsine eee 1,610,162.38& 
Assessments and Installments in Hands of Financial Secretaries...... 779,898.86 
RGN SNE PND. 6 os iies sob doves enn bh 0-0 savdeonsnapoakes 2,550,432.52 
IN 5 Sih tou 5 4s bys 6594 EKMan SARS Sea eN RO 458,420.38 
NOM toa cbes okap ork tte tate cudea ee te $115,319,963.63 
LIABILITIES 
Mortuary ‘Claims in Process of Adjustment............seeeeeeeeees $ 974,684.78 
Commissions, Expenses and Salaries, Due and Accrued............. 117,290.19 
| ARIE a aE RRR Oy SRE AEN ee: 96,367.84 
Total PORCHES. aX csc «Oo ads Meee See sie lata de cus eemieemnn $ 1,188,342.81 
Certificate, Contingent and Other Reserves............-seeeeeeees 114,131,620.82 
TORRE wet saat ccst davis Berm Wook eo eae oa oO $115,319,963.63 
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In The Field 


N. the field where the sales are made, the life under- 
writer meets the challenge of changing conditions 
and sales methods. All prospects have the same fun- 
damental needs, but demand a versatility of service 
unmatched in any other selling endeavor. 


Every field man of The Great-West Life has behind 
him a highly organized agency service. Modern poli- 
cies covering every life insurance and annuity need, 
agents’ selling courses, agents’ conventions, direct mail 
canvass and other sales aids, activities and services, 
furnish him with an equipment to meet every challenge. 


Fieldwise, this Company's development is ever aimed 
at bringing the Company closer to the policyholder 
and to the agent. Good service to field men ensures 
good service to policyholders. 


THE GREAT-WEST LIFE 
ASSURANCE COMPANY 


Head Office 
WINNIPEG—CANADA 
Operating in 
MICHIGAN, ILLINOIS, MINNESOTA 
NORTH DAKOTA WASHINGTON 




















Country Life Insurance 
Company Continues Gains 


Gain in Force First Quarter of 1934 
Ils 131% Over Same Quarter of 1933 


We are going ahead at the rate of 16 Million paid busi- 
ness during this year. 


We had a fine year in 1933 with nearly 12 Million paid, 
but '34 holds greater promise. 


The fact that our gain in force is so much greater than 
1933 is due not only to new increased production, but it also 
reflects a lapse rate of 1934 still lower than the less than 8%, 
lapse of 1933. 


Our Assets increase 14°%, First Quarter of '34 
We show an increase in assets of 14°, during the period 
of the first three months of 1934. 


Mortality for the first quarter maintains our usual low 
trend of approximately 28%, of the expected. 


These are days when quality means much to salesmen, and 
our increase of 43% in new written business over our good 
record of 1933 proves its pulling power. 


L. A. Williams, Gen'l Manager 
608 South Dearborn Street 
Chicago, Illinois 
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VandeWalker Detroit Chief 


Named President of Associated Life 
General Agents and Managers 
There at Annual Meeting 








DETROIT, April 12.—At the annual 
meeting of the Associated Life General 
Agents & Managers, the following di- 
rectors were elected: J. T. Peterson, 
Berkshire; R. T. Smith, Travelers; Guy 
A. Reem, State Mutual; Will S. Reeve, 
Union Central; H. K. Schoch, Aetna; 
M. L. Woodward, Northwestern Mu- 
tual; Donald Machum, Manufacturers; 
R. E. Olmsted, Penn Mutual; Roy 
Kerr, State Life; C. A. Macauley, John 
Hancock; J. B. Macken, Mutual Life, 
and H. E. VandeWalker, Ohio State. 

Immediately after the meeting the 
new directorate met and elected Mr. 
VandeWalker, president, succeeding R. 
T. Smith, Travelers. Mr. Peterson was 
named vice-president to succeed Mr. 
VandeWalker and Mr. Reem, secretary- 
treasurer to succeed Truman H. Cum- 
mings, Northwestern National. 

To take care of the cost of the in- 
creased work being done, the organiza- 
tion will readjust its dues. A plan call- 
ing for a sliding scale based on business 
volume, ranging from $24 to $120, in 
place of the present $36 fee, was intro- 
duced at the last executive session and 











will be worked out by the budget com- 
mittee, after which a special meeting 
will be called by President VandeWal- 
ker to act on the plan. 





Discuss Agency Training 


At the supervisors’ group meeting in 
Philadelphia, it was suggested that each 
one bring his general agent as a guest. 
H. P. Goodfriend, unit manager of the 
Equitable Life of New York, chairman 





of the speakers’ committee, was the 
speaker of the meeting. His topic was 
“Building a Unit.” He touched on se- 
curing, selecting and training agents. 
He interspersed his talk with concrete 
illustrations from his personal experi- 
ence. Four factors were particularly 
stressed as essential in agent-training: 
Judgment, direction, enthusiasm and 
loyalty. He advanced one impelling 
thought: “The creating of volume is not 
the ultimate in the building of a unit. 
The question is rather one of building 
man power. The great need for the 
builder of a unit or for the builder of 
an agency is that he should become 





‘man-minded.’ ” 








As SEEN FROM CHICAGO 





CENTRAL DEPARTMENT AHEAD 


The central department of the Equi- 
table of New York, comprised of 27 
agencies in the 13th states of the mid- 
dle west, closed the first quarter of 
1934 31 percent ahead of the same quar- 
ter last year. Twenty-six of the agen- 
cies are ahead. For the month the in- 
crease was practically 100 percent over 
March last year. Seven agencies paid 
for over $1,000,000 in March, the A. M 
Embry, Kansas City; R. M. Ryan, De- 
troit; Nelson, Des Moines; 
Homer Jamison, Oklahoma City; S. D. 
Krueger, St. Paul; Samuel Lustgarten, 
Chicago, and H. L. Rogers, Indianapo- 
lis agencies. The ten Chicago agencies 
had the best paid month since April, 
1932, with the exception of July, 1933. 
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company is to assure 





The primary duty of the management of this 


tinued enjoyment of the fundamental mutuality 
upon which the company was founded and 
under which it has functioned during the more 
than eighty-eight years of its existence . . . 
The Mutual Benefit Life Insurance Company, 


Home Office e 300 Broadway e Newark, N. J. 
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The ten agencies closed the first quar- 
ter with 17 percent increase in volume, 
with every agency ahead. 
* * x 
HEIFETZ AGENCY HAS SCHOOL 


A training course of the Samuel 
Heifetz agency of the Mutual of New 
York in Chicago started April 10 and 
will run to May 3, the third and last 
school of the winter and spring season. 
Classes will be Tuesday and Thursday 
evenings. The subjects April 10 were 
synopsis of course and essential uses of 
life insurance; April 12, policy contracts, 
rate book analysis. Other subjects are: 
April 17, selling plans, salesmanship es- 
sentials; April 19, selling plans; April 
24, business insurance; April 26 and May 
1, estate problems and taxation; May 3, 
analysis of actual cases. The course is 
open to persons not representing other 
life companies. 


* * 
ILLINOIS FEDERATION MOVES 
The Illinois Insurance Federation 


office has moved from Room 841 to 
Room 816 Insurance Exchange, Chi- 
cago. The new quarters are much more 
desirable. 


Many Increases in Sales 
Shown in Company Reports 





(CONTINUED FROM PAGE 1) 


registered in the first quarter. March 

showed the largest monthly volume 

since March, 1932. 
* * * 

The paid business of the Guardian 
Life of New York in March, 1934, in- 
creased 57 percent in volume and in 
number of lives. For the first three 
months paid business increased 31 per- 
cent in volume and 48 percent in num- 
ber of lives. The March increase was 
the fifth consecutive monthly gain by 
the Guardian. 

*x x 

The Cedar Rapids Life’s business for 
the first quarter is 41 percent ahead of 
1933. March business increased 150 
percent 

Oe cans 

_ The Central States Life of St. Louis 
reports a 13 percent increase in its 
March written business, while the 
paid business is increased 42 percent. 
For the first quarter the increase in 
written business was 11 percent. The 
St. Louis agency headed by Herbert 
Jones passed the $500,000 mark for 1934 
in March and is ahead of its schedule 
of $2,000,000 for the year. 


The Reliance Life’s March volume 
amdtnted to $7,103,895 life insurance, 
$861,500 accident and $4,082.50 in week- 
ly indemnity health insurance. This 
was a gain of 116 percent in life, 56 
percent in accident and 31 percent in 
health. For the first quarter, the Re- 
liance reports sales of $15,992,806 life 
insurance,. $2,150,000 accident and $11,- 
247 weekly indemnity health, an in- 
crease of 42 percent in life, 32 percent 
in accident and o Percent in health. 


The American Life of Detroit wrote 








quarter of 1934, as compared with 
$440,011 in the same period of 1933 4 
gain of $907,856, or more than 200 per. 
cent. The Michigan field force under 
M. E. O’Brien, agency supervisor, 
turned in $570,757 in March, exceeding 
its $500,000 quota, compared with $113. 
907 in March, 1933. This is a gain of 
more than 500 percent. 

* * * 


A 36 percent gain in business for the 
first quarter is reported by the Yeo. 
men Mutual Life. 

* * 

The renewal premiums of the Great 
American Life of Texas _ increased 
67% percent in March. Applications 
for new business increased 50 percent 
for a $900,000 total. 


Completing the first quarter with a 
$569,641 gain in insurance in force, the 
Pilot Life reports an unusually success. 
ful March which was president’s month, 
honoring Emry C. Green. March was 
the largest month in number of appli- 
cations received since 1929, a 100 per- 
cent gain being sfeported. 


The first three months of 1934 the 
Volunteer State Life of Chattanooga 
showed a 20 percent increase in paid 
business and 37 percent increase in num- 
ber of paid eae 


The Security Mutual Life of Bing. 
hamton greatly increased its March 
business. The first quarter shows an 
increase of 100 percent in paid busi- 
ness. March was largest in point of 
submitted in 21 months and largest in 
paid in 15 months. 


The Indianapolis Life reports a gain 
of 46-percent in paid business for the 
first quarter. A survey of the groups 
of insurance buyers made each month 
by the company, shows an increase in 
the insurance purchased by executives, 
salesmen, managers of businesses, and 
professional men, particularly, during 
March compared with previous months. 
It also shows that many people who 
were forced to drop their insurance dur- 
ing the past years are reinstating it and 
buying new insurance.  Policyholders 
are better prospects than they were a 
few months ago, according to this sur- 
vey. Children, students, 10 to 20, and 
housewives make up an important group 


among the buyers. 
* * Ok 


Connecticut Mutual figures show that 
the total amount of business paid for 
during the first quarter is $23,699,741 as 
compared with $19,491,984 for the same 
period in 1933, gain 21.6 percent. In- 
cluded in these totals are $5,098,993 of 
retirement annuity contracts for 1934 
and $3,172,422 for 1933. It reports an 
increase in the number of paid lives 
with a total of 6,320 for the first quar- 
ter as compared with 4,752 for last year, 
a gain of 33 percent. Total paid for 
business for March is 48.3 percent 
greater than last March. There was 
$8,901,090, including $1,878,052 retire- 
ment annuity contracts paid for ™ 
March as contrasted with $6,002,595, 11- 
cluding $983,941 of retirement annuities, 
last March. Lives for March were also 
far ahead of the corresponding month 
in 1934, with a gain of 66 percent. 

x * * 


The Columbian National Life has 
been showing a steady increase in busi- 
ness ever since the beginning of the 
year. With the closing of the quarter, 
the increase in issued policies was over 
30 percent above the first three months 
of 1933. The issued business during the 
first part of April has continued this 
steady climb, and the increase 1s still 
greater for the period. 


The Brooklyn National Life showed 4 
gain of 60 percent in paid ordinary bus!- 
ness last month as against March, 1939. 
The first quarter of 1934 showed a rela- 
tive increase of 63 percent. 


G. A. Holland, San Antonio general 
agent Connecticut Mutual Life, spoke oa 
the New Braunfels (Tex.) Lions Club 





$1,347,867 of new business the first 





“The Stability of Life Insurance.’ 
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ALES IDEAS AND SUGGESTIONS 








Plan-O-Graph Package-Selling Is 
Introduced As a System to Make 
Work of Agent More Successful 


The Diamond Life Bulletins, associ- 
ated wth THE NATIONAL UNDERWRITER, 
announces that it has produced “a new 
and revolutionary method of training 
and selling in the life insurance field.” 
So-called “package selling” has been in 
great favor during the last few years 
but some managers claim that this 
method did not encourage programming 
which they consider is the professional 
attitude. Others declare that agents 
became accustomed to selling two or 
three “packages” and tended to get into 
a rut. 


Attention Is Turned to 
the Needs of the Prospect 


The Diamond Life Bulletins declares 
that the “plan-o-graph package selling 
system” brings about precisely the op- 
posite results. One of the units is a 
prospect card on which are listed 18 life 
insurance needs or situations. In anal- 
yzing his prospect’s condition, tlie 
agent’s attention is automatically called 
to all of these needs. He is much more 
likely to double his sales because in- 
stead of thinking of two or three de- 
mands he must keep in mind 18. It is 
believed that any agent can thus be- 
come familiar with the six or eight 
needs, thus doubling his normal sales. 
The Diamond Life Bulletins calls atten- 
tion to the fact that any program 1s 
merely a collection of packages and that 
the more familiar an agent is with all 
the contents of the package the better 
he is in programming. 


Some of the Contents 
of the Folders Used 


The first unit in the “Plan-O-Graph 
Package-Selling System” is the “Plan- 
0-Graph Prospect Card,” already in use 
in many agencies and standard equip- 
ment with several companies. The sec- 
ond unit consists of 18 folders, one for 
each insurance situation. 

Each folder contains a sales talk, il- 
lustrated with pictures and diagrams. 
On the back page is a proposal form 
with blank for filling in either before 
or during the interview just what the 
proposed insurance will do and what 
it will cost. Each folder also contains 
an outline of a suggested beneficiary 
agreement and a list of the types of 
contracts usually sold for this particu- 
lar need. 

Abner Thorp, editor of the Diamond 
Life Bulletins, says that the “Plan-O- 
Graph Package-Selling System” is an 
evolution rather than a discovery. “The 
Plan-O-Graph Prospect Card” is an 
evolution from the “Key-Way Kit,” 
originated by H. C. Blakeslee, now 
Ohio state manager for the Continental 
Assurance of Chicago. In cooperation 
with Mr. Blakeslee, Mr. Thorp devel- 
oped “Prospectin” Pete,” less expensive 
and less cumbersome than “Key-Way 
Kit” but based on the same funda- 
mental idea of searching for “needs.” 
Then the Bulletins developed the dou- 

€ prospect card and now, finally de- 
veloped what it believes to be the most 
Perfect prospect card yet published. 
It contains space not only for the reg- 
ular information about a prospect, but 
mM addition, space for checking a par- 
ticular prospect against 18 possible in- 
Surance needs. : : 

_Mr.. Thorp further says: “In addi- 
tion, we have been publishing for some 
time ‘Tabloid Sales Cards,’ each con- 
taining a key-thought for a. particular 
need, together with sales. arguments. 
hose cards have now been amplified 











into a visual selling folder, one for each 
need, and to Mr. Blakeslee and the Con- 
tinental Assurance goes the credit for 
being the first to visualize the possi- 
bilities of such a system and for being 
the first to base their entire recruit- 
ing, training and selling program upon 
it. 
“Tt is interesting to note that just 
as the life insurance contract itself has 
evolved to meet the public demand, so 
life insurance selling is evolving to meet 
the demand of agents for material 
which will quickly get production. Life 
insurance contracts originally provided 
only a death benefit. Then cash values 
were added which provided the emer- 
gency or a retirement fund. Then set- 
tlement options were added to avoid 
dissipation of insurance proceeds. Then 
waiver of premiums and disability in- 
come were added to insure completion 
of the insurance program should a man 
become permanently disabled. 


Developments in Policies 
_ Came Thick and Fast 


“In the same manner, methods of sell- 
ing life insurance have evolved. First, 
it was a clean-up fund only; then in- 
come insurance was the style, then pro- 
gramming, then business insurance, be- 
quest insurance, etc. It became diffi- 
cult for agents to. keep up with all the 
uses for life insurance and to utilize all 
the possible ‘packages.’ The selling 
of life insurance or annuities as a means 
of providing an ‘Emergency and Op- 
portunity Fund’ for either the individ- 
ual or the business, has reached con- 
siderable proportions. George E. Lac- 
key, general agent for the Massachu- 
setts Mutual in Detroit, has used that 
idea with considerable success during 
the past year. The new ‘plan-o-graph 
system’ incorporates all possible pack- 
ages, and furnishes an illustrated sales 
talk for each. 


Plan Continental Assurance 
Men Follow in New Scheme 


“The Continental Assurance, in mak- 
ing use of this system, sends each a 
blank form upon which he is to write 
the names and addresses of 50 pros- 
pects. He is then forwarded an at- 
tractive cardboard box container en- 
titled ‘The Treasure Chest’ which con- 
tains 50 ‘Plan-O-Graph Prospect’ cards 
with instructions for use. Immediately 
available to the agents are selling fold- 
ers on the first four ‘needs’ or insurance 
situations. At intervals thereafter, ad- 
ditional selling folders are supplied for 
the remaining ‘needs.’ D. Miley Phipps, 
superintendent of agencies for the Con- 
tinental Assurance, says that he believes 
this plan will double sales by furnish- 
ing. agents mechanical method for 
checking all needs, plus definite, illus- 
trated selling material on each need. 


New System. Makes the 
Agents “Needs Conscious” 


“Tn an effort to bolster up produc- 
tion, many companies have issued spe- 
cial policies during the past few years 
and agents have tended to become ‘pol- 
icy conscious’ rather than ‘need con- 
scious.’ By the developers of the ‘Plan- 
O-Graph Package-Selling System’ peo- 
ple are not so much interested in poli- 
cies-so much as they are interested- in 
having one or more of. their financial 
problems solved. Any competent agent 
can suggest the proper policies to use, 
once the prospect’s problem has been 








fixed and he has admitted that life in- 
surance is the best solution.” 

While the greatest benefits of this 
new system arise from the practical 
help it gives the salesmen in selling, 
the Diamond Life Bulletins claim that 
it has great possibilities in recruiting 
and training. One of the first things 
a prospective or new agent wants to 
known is, “What do I do; whom do I 
see; what do I say?” 

When a supervisor or manager can 
take a “Plan-O-Graph” prospect card 
and analyze the agent himself, one of 
his relatives or near neighbors and 
show that there are a half-dozen ob- 
vious insurance needs and when he can 
then take a selling folder for each of 
these needs and show that words and 
pictures together constitute a first-class 
sales talk, the job of recruiting and 
training is much simplified. 

These visual selling folders have been 
so printed by the Diamond Life Bulle- 
tins that they can be individualized to 
suit companies or agencies. Space is 
left blank for imprinting names and also 
for inserting in the copy, certain rates 
and cash values. It will thus be pos- 
sible for companies and agencies to 
obtain practically custom-built material 
at low prices. 


Folders Available for 
Many Insurance Needs 


Folders will be available on the fol- 
lowing “needs” or situations: 

1. Clean Up Insurance. 

2. Readjustment Insurance. 

. School Period Income. 

. Life Income to Dependents. 

. Retirement Income for Self. 

. Juvenile Insurance or Annuity. 

. College Funds. 

. Insurance on Wife. 

. Mortgage Insurance. 

. Emergency and Opportunity 

Funds. 

. Bequest Insurance. 

. Anniversary Insurance. 

. Insurance Audit and Program. 
. Estate Conservation Insurance. 
. Key Man Insurance. 

. Stock Retirement Insurance. 

. Partnership Insurance. 

18. Sole Proprietor Insurance. 

“We have no illusion about this ma- 
terial,” said Editor Thorp. “It won’t 
jump the sale of insurance over night. 
But it does make the job of the home 
office sales executives, the heads of 
agencies and especially the agents 
themselves, easier. I believe that edu- 
cational directors and superintendents 
of agencies will be the first to see its 
advantages, chiefly because it will free 
them from onerous editorial details and 
give them time to do their real job, 
which is to get proper sales methods 
used. .The home office executive or 
agency manager who can sell and keep 
sold the idea of the Plan-O-Graph Sys- 
tem should soon be an outstanding 
man by reason of increased sales and 
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lower turn-over of man power. But 
these things take time. 
Adoption of New Ideas 

Is Always Gradual Process. 

“When the Diamond Life Bulletins 


published its philosophy of ‘Life Insur- 
ance as an Investment’ in 1928, it was 
immediately utilized by only a com- 
paratively small number of agencies and 
companies that, of course, made a kill- 
ing. Now that philosophy has been 
generally adopted. In the same way, it 
took more than a year to get ‘Read- 
justment Insurance’ adopted as a legiti- 
mate package, but it has been respon- 
sible for the production of millions dur- 
ing 1933. 

“It must be remembered that most 
life companies have already formulated 
certain programs in training and sell- 
ing.. Regardless of how plausible a 








Introduces New System in 
Life Insurance Selling 











ABNER THORP 


Abner Thorp, distinguished and well 
known editor of the Diamond Life Bul- 
letins of Cincinnati, introduces this week 
the “Plan-O-Graph Package-Selling 
System” to make the work of the life 
agent and the supervisor more simple 
and efficient. 








new plan appears, or how thoroughly 
it has been tested, they must proceed 
with caution. I anticipate that this new 
system will first be tried by a number 
of smaller companies and by individual 
agencies of the larger companies, but 
will eventually be used, in principle at 
least, by all companies.” 


Protection of Brains in 
Business Greatly Needed 


BATON ROUGE, LA., April 12.— 
“Brain insurance” as a further aid in 
keeping business stable was recom- 
mended by O’Neill Barrett, president of 
the Life Underwriters Association of 
Baton Rouge, in an address before the 
Knights of Columbus luncheon club 
here. 

“All business is divided 
parts—capital, labor and brains,” Mr. 
Barrett explained. “Since capital is ex- 
posed to the fire hazard and is pro- 
tected by fire insurance, labor is exposed 
to the accident hazard and is protected 
by compensation insurance, isn’t it rea- 
sonable that the brains of an organiza- 
tion, exposed to the most permanent 
and devastating hazard—death—should 
be protected by business life insurance? 


Bulk of Profit from Brains 





into three 


In an agency or business capitalized at 
$100,000 earning a $30,000 annual net 
profit, the interest charges on the capi- 
tal at 6 percent would be $6,000, leav- 
ing a net profit of $24,000 resulting from 
brains, Mr. Barrett pointed out. “What 
can business life insurance accomplish 
for the average firm? The object of 
business insurance is twofold: (1) To 
protect the business while those in it 
are living and at the death of any of 
the parties; (2) to protect the decedent’s 
estate. With this in mind, let us see 
how life insurance accomplishes its pur- 
poses. While the members of the busi- 
ness are alive, business insurance pro- 
tects the organization by (1) strength- 
ening credit at the bank and with trade; 
(2) creating confidence at the same 
points.” eee 
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White Gives 19 


Judging Agents’ Suitability 


Factors for 





DETROIT, April 12.—Nineteen fac- 
tors for judging the suitability of pros- 
pective agents were outlined to the De- 
troit. Life Insurance Supervisors Asso- 
ciation by Hugh C. White, general 
agent Connecticut Mutual, in his talk 
on “Finding the New Agent.” 

The qualifications to look for in new 
agents, according to Mr. White, are: 
Good appearance, ambition, fighting 
ability, initiative, permanency of past 
employment, articulation ability, educa- 
tional background, character, physique, 
ability as a good mixer, ability to smile 
agreeably, energy, finance, agreeable 
manner, type that can get along with 
the general agent and other agents, 
poise, ability to like people, incentive 
to get ahead and a good past record. 

“Finding the proper prospects for 








agents is just as important as finding 
the proper prospects for the sale of 
insurance,” said Mr. White. “I spend 
about 30 percent of my entire time in 
recruiting work. I try to vary my 
agency personnel so that I have men 
on the staff of various races and re- 
ligions, with affiliations in a wide va- 
riety of clubs and organizations. This 
gives me a well balanced agency force, 
with entree in a number of different 
strata of society and acquaintances in 
all walks of life. 

“T do not require previous sales ex- 
perience, but I must be satisfied in my 
own mind that the prospective agent 
is of the type that can be taught to sell. 
I get many of my agents through di- 
rect personal contact with influential 
policyholders, friends and key men, 
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such as personnel managers and em- 
ployment managers in large organiza- 
tions. Others are secured through my 
agents, my office force and newspaper 
advertising. The fundamental rule in 
agency building is that laid down by 
the E. A. Woods agency: ‘If you are 
doubtful about a prospective agent, ask 
yourself if you would like to have a 
dozen men in your agency like him.’ 


Procedure in Interview 
with Prospective Agent 


“In the interview with the prospec- 
tive agent, point out the money-making 
possibilities of the business, citing per- 
sonal experiences along this line. Show 
him that life insurance is no royal road 
to financial independence for the agent 
must labor, and work hard, as in 
any other line of business. After I as- 
sure myself that the prospective agent 
measures up reasonably well on the 19 
points, I place him in my chair and go 
through a sales interview based on 
some policy in which he should be par- 
ticularly interested, demonstrating thie 
approach, the selling talk and the close. 

“Then I point out that it is necessary 
for him to have a definite plan of work 
and to stick to it. I show him how or- 
ganized effort pays best. Then I find 
out if he is prospect-conscious by ask- 
ing him to sit down and make out 25 
prospect cards. I give him an organ- 
ized sales talk for prospecting and 
show him how to develop centers of 
influence. That covers the ‘what to 
do’ and ‘whom to see’ angles. Then 
we go to ‘what to say.’ 


Organized Sales Talks 
Offered, Prospects Studied 


“I give him organized sales talks on 
family income, retirement income, edu- 
cational insurance, mortgage redemp- 
tion and clean-up fund policies. I study 
his prospects to see into what class 
most of them fall and start him out 
with an organized sales talk that will 
hit a majority of them. I wind up 
with general data on the institution of 
life insurance, pointing out its stability, 
and the fact that but one-tenth of one 
percent of life insurance in force was 
affected by the depression difficulties, 
and show him that that was due not 
to any fundamental lack in the insti- 
tution, but solely to poor management. 

“I have set a goal of 20 new men 
for 1934. I have worked out a series 
of plans for obtaining them and am 
working one plan after another until I 
get the men I want. Among the meth- 
ods I am using are the securing of 
leads from policyholders through a pol- 
icyholders’ enclosure card; newspaper 
advertising, classified and display; per- 
sonal contact and observation; recom- 
mendations from my own agents; work 
through the board of education for 
teachers; advertising in rural papers for 
rural agents, and obtaining recommen- 
dations from ministers and priests as 
well as from personnel and employment 
managers.” 


Official Alarmed 
Over U. S. Lending 


(CONTINUED FROM PAGE 1) 


securing only $100,000 in new farm loan 
investments. 

Federal agencies, on the other hand, 
are reported to have applications in ex- 
cess of the two billion dollars appropri- 
ated by Congress for this purpose. A 
large number of these applicants, ac- 
cording to Mr. Westbrook, are not in 
trouble. 

“The life insurance companies cannot 
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compete with the government’s 414 per. 
cent rate, to which the borrowers are 
shifting,” Mr. Westbrook declared. “0; 
course the government rate is not ap. 
tually that low; after the necessary 
amount of stock has been subscribed to 
and the costs of abstracting, recording 
and appraising have been paid, it ap. 
proaches 5 percent, the rate at which 
the bulk of life company loans are 
made.” 

It was pointed out that this federal 
financing, intended to meet the exig. 
encies of the farm crisis of the past few 
years, is despite the sentiment of its 
sponsors probably destined to become 
more than an emergency affair. 

“All statements to the contrary, we 
cannot see a two billion dollar invest. 
ment on the part of the government as 
a temporary matter, “Mr. Westbrook 
concluded. “It will be many years be. 
fore those loans are paid off, even if no 
further appropriations are made. We 
fear that the government may now be in 
the farm mortgage field permanently, 
and to the exclusion of the institutional 
investor.” 


Iowa Mortgage Moratorium 
Act Is Held Constitutional 


DES MOINES, April 12.—Constitu- 
tionality of the Iowa mortgage mora- 
torium act was upheld by the Iowa 
supreme court in a divided opinion. 
Five of the high justices upheld the con- 
stitutionality of the act and four dis- 
sented. The act provided for an ex- 
tension of the period of redemption in 
cases of foreclosure of real property 
until March 1, 1935. 

In Des Moines Stock Land Bank vs. 
Nordholm from Boone county, the bank 
charged the law violates the constitution 
in that it abrogates existing contracts; 
that it seeks to deprive a land owner 
of property without due process of law 
and that it makes no provision for valid 
exercise of the police power of the 
state. 

The majority opinion held that the 
act does not destroy but recognizes, 
sustains and protects the obligation of 
the mortgage contract and protects the 
right of both parties. The division was 
on whether police powers of the state 
are extensive enough to permit the leg- 
islature to enact emergency legislation 
of this kind. 





Pierce Resigns Connection 
With Connecticut General 





Announcement is made of termina- 
tion of the contract of Frederick G. 
Pierce, Philadelphia general agent of 
the Connecticut General Life. Mr. 
Pierce has been a leading general agent 
for that company for many years. He 
is a former president of the Philadelphia 
Association of Life Underwriters and 
at one time served as a vice-president 
of the National Association of Life Un- 
derwriters. Mr. Pierce stated that he 
will continue in the life insurance bust- 
ness in Philadelphia, but he has not 
made any announcement as to his fu- 
ture connection. 


Time for Meeting Not Set 


M. L. Brown, insurance commissionet 
of Massachusetts, who is chairman 0 
the executive committee of the National 
Convention of Insurance Commission- 
ers, states that the spring meeting of his 
committee will be held the latter part of 
May or the first of June. He has not 
set the time nor has the place been 
chosen. It is probable that the meet 
ing will be held in New York City. 


New Annuity Rates 


Reliance Life immediate annuity ratés 
effective April 16 are based on the new 
“Standard Tables” for life and cash fr 
fund annuities. , 
The Life Insurance Company of Vit- 
ginia, adopted these tables for annul 























ties issued April 1 or later. 
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